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~~ Earnings Incréased 
On Consumer Credit Loans 


1942 was 33.7% more than 1941 
1943 was 66.6% more than 1942 


By Marshall R. Doeller 


Opportunities Are Near For 
Loans To Manufacturers 
By J. J. Carroll 
Checks That Cause Errors 


an 
A Review of 325 Ideas to Reduce 
Costs and Increase 
Income 





What happens in the years to come will largely de- 


pend on how well we perform our task now. At 

American Central we look forward to the future with 

the confidence born of present day achievement. 
Photograph shows final inspection line of famous Jeep bodies. 
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Another leading bank 


Hammermill Safety 


We are proud that checks of 

The Public National Bank and 

Trust Company of New York are 

printed on Hammermill Safety. 

This is one of the many. distin- 

guished banking institutions 

which it is our privilege to serve. 

The check shown at right is on eu at . 

The main office of The Public 

Straight Line Hammermill Safety National Bank and Trust Company of 
New York at 37 Broad Street, 

with the surface seal of The Public 


National Bank and Trust Co. 


—>. 
MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA FOUNDED 1{898 
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TAXATION---One of America’s 
Biggest Industries! 


With an estimated volume of some 27 billion dollars 
for 1943, taxation takes a top place in the ranks of 
American “big business.” No other economic activity 
touches so intimately the lives and fortunes of us all. 


Accordingly nowhere else is prompt, accurate, 

and continuing information about new 

developments so important to the effective 

conduct of corporate and personal business 

affairs as in the field of federal and state taxation. 

It is here that the dependable CCH loose leaf 

tax and business law reporting Services play their 
essential parts. 


There is a CCH loose leaf Service for every 
live and important phase of tax and 
business law. May we send details? 


(Obviously no attempt has been made here to pic- | ‘ 
ture the various lines in their true proportions.) 
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COMMERCE) CLEARING; HOUSE; ING. 
PUBLISHERS OF LOOSE LEAF LAW REPORTING SERVICES 


NEW YORK 1 CHICAGO 1 WASHINGTON 4 
EMPIRE STATE BLDG. 214 N. MICHIGAN AVE. MUNSEY BLDG. 
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Back the Attack —with War Bonds 
FIDELITY, SURETY AND BANKERS 
BLANKET BONDS. BURGLARY, ROBBERY, 
FORGERY AND GLASS INSURANCE 


FIDELITY AND DEPOSIT COMPANY 


of Maryland... Baltimore, Md. 


WITH WHICH 18S AFFILIATED THE AMERICAN BONDING COMPANY OF BALTIMORE 


January, 1944 5 





Postwar trade possibilities with our Latin-American neigh- 
bors are now being carefully studied. 

Dollar balances have been steadily accumulating in these 
countries and a substantial purchasing power awaits the re- 
sumption of normal trade. And this trade should continue on 
a sound reciprocal basis as there is every prospect that we 
shall depend upon Latin America in peace as in war for many 
essential commodities. 

Current information on these developments is constantly 
brought to the attention of Chase officers by our own branches 
in the Caribbean area and by our numerous banking and busi- 
ness connections throughout the Americas. 

This information is at the disposal of Chase correspondent 
banks and Chase facilities are offered for financing export 
shipments and handling collections; for opening import let- 
ters of credit and making remittances. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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Earnings Increased 
Qn Consumer Credit Loans 


1942 was 33.7% more than 1941 
1943 was 66.6% more than 1942 


Here is a bank that has demonstrated that there are still personal 
loans to be made but—it is necessary to go after them aggressively. 


ITH more cash in the pockets 

of more people than ever be- 
fore in the nation’s history, and less 
consumer goods available for pur- 
chase, the field of consumer credit 
has been greatly curtailed. 

During the 20-month period from 
January 1, 1942 to September 1, 
1943, the net outstanding balance 
of home modernization and personal 
loans in the country, including direct 
automobile loans, declined 59.9%, 
according to government agency re- 
ports. Obviously, that drop repre- 
sents a sizable dent in the earn- 
ings of many banks which handle 
this type of business. 

In the face of this general de- 
crease, our bank’s net outstanding 
balance for similar financing dur- 
ing the same period fell off only 
3.5% —an exceptional showing 
which we can attribute only to ag- 
gressive promotion and effective ad- 
vertising. 


By MARSHAL R. DOELLER 


Business Promotion Department, 
Peoples-Pittsburgh Trust Company, 
Pittsburgh, Pa. 


Automobile and domestic appli- 
ance loans placed by dealers also 
showed a drastic reduction nation- 
ally, but we are not concerned with 
those types of paper in this article. 

Analysis reveals three major rea- 
sons for the national decline: 1, 
higher wages and steady employ- 
ment have lessened the demand for 
loans, 2, building material short- 
ages have restricted home improve- 
ments and 3, government regula- 
tions have affected all kinds of con- 
sumer credit. 

Our bank has taken an optimistic 
position. We believe that in spite of 
unfavorable conditions, there is still 
enough business available to con- 


tinue our service and show a sub- 
stantial profit. We decided to seek 
out that business by advertising and 
promotion. The results have com- 
pletely justified our decision. 


Home Modernization Loans 
Most Plentiful 


Home modernization financing 
under Title 1 of the Federal Hous- 
ing Act, as well as our own modern- 
ization plan, is the most productive 
unit of our consumer credit depart- 
ment. This division was revised in 
October 1940, and the business since 
then has been well above the na- 
tional average. 

Whereas we had previously dealt 
directly with the borrower in most 
modernization loans, our new pol- 
icy was to purchase this paper indi- 
rectly from a contractor or dealer. 
With the same rates, rules, and reg- 
ulations for Title 1 applying to all 
lending agencies, we realized at the 


Another reading of the article on page 442 of October BANKERS 
MONTHLY following a reading of the article on this page should 
inspire every banker to seek energetically for monthly payment loans. 





GET SQUARE 
WITH THE 
WORLD 


| Pay off old debls with a 
& 


PEOPLES-PITTSBURGH PERSONAL LOAN 


In line with our Government's national policy, Peoples- 
Pittsburgh stands ready to help you reduce your old debts 
by providing a convenient monthly repayment plan 

Loans for home modernization, for meeting emergen- 
cies, and for financing seasonal purchases also bear 
governmental approval. 

If you need money, telephone Court 5600, extension 
900, for full information and an application form 
Peoples-Pittsburgh makes Personal Loans for any legiti- 
mate purpose at the lowest cost available in the city. 


BRANCH OFFICES 
$24-$26 Federal Street; Penn and Highland; Forbes and 
Meyran; Carson and South Eighteenth; Butler and Forty- 
first; Forbes near Murray ,Carson Street and Terminal Way 


PITTSBURGH'S OLDEST TRUST COMPANY 
SERVES THE COUNTRY’S LARGEST CORPORATIONS 
THIS SAME SERVICE IS AVAILABLE TO YOU 


Peoples-Pittsburgh Trust Company 


WOOD STREET AT FOURTH AVENUE 


This is one of the advertisements which in- 
creased the volume of personal loans for 
this bank when the volume was declining 


nationally. 


outset that the only way we could 
increase our volume of business was 
to offer better service. 

Our field man interviewed more 
than 200 sources of business within 
a 50-mile radius of Pittsburgh, 
learned what their requirements 
were, and studied their problems. 
As a result, we developed operating 
methods that further increased the 
effectiveness of our service. 

Prompt decisions on applications 
seemed to be one of the major re- 
quirements of dealers and contrac- 
tors. Thus, when a dealer submits 
the application and credit agency 
report of a prospective borrower, we 
review it at once and reach a deci- 
sion immediately as to whether or 
not we will purchase the paper. In 
unusual cases, a decision is forth- 
coming within 24 hours. Trained 
men are available in the depart- 
ment at all times to make these 
decisions or to discuss with the 
dealer any features of a particular 
application. 

We made it our business to keep 
contractors and dealers fully in- 
formed on all changes in FHA and 
other government regulations. We 
provide them with interpretations 
of these rules, and assist them in 
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With more money in the bank, many people are ready to make their 
dream of home improvements come true and they borrow enough to 


pay cash for the job. 


clarifying other situations re- 
lating to modernization. In 
short, we try to be first in giv- 
ing them correct information 
as to what they can do and 
what they cannot do. We also 
supply them with forms, and 
in some cases, with circulars 
for direct mail promotion. 
Our advertising program has pro- 
moted home modernization in news- 
papers and on billboards, subordi- 
nating our own service in an appeal 
essentially aimed at getting new 
business for contractors. This direct 
assistance to them won us many 
friends among the dealers and con- 
tractors, and when it came to plac- 
ing their paper, they naturally pre- 
ferred to deal with a bank which 
gave them such co-operation. 


Needless to say, the personal con- 
tacts between our field man and 
contractors and dealers were an im- 
portant element in our volume in- 
crease. The warm, human touch was 
always an integral part of our cus- 
tomer relations. 

Our 1941 modernization loan 
business proved convincingly that 
we were on the right track. Our 
dollar volume of notes purchased 
that year was 917% higher than the 
preceding year. In 1942, despite 
shortages of housing materials and 
restrictive regulations of the FHA, 
the WPB, and other agencies, our 
dollar volume was 30.6% above 
1941, as against a national decline 
of 44.9%. The efficacy of our pro- 
motional activities was further con- 
firmed by the business for the first 


nine months of 1943, when our dol- 
lar volume fell off 22.4% from the 
same period in 1942, as compared 
with a national drop of 43.4%. 

The bank’s modernization plan is 
used essentially for sound loans 
which are not eligible for FHA 
financing, and is primarily an ac- 
commodation service for the con- 
tractors and dealers from whom we 
purchase modernization paper, en- 
abling them to finance deals which 
they would otherwise have to pass 
up. 

Today more than 90% of our Title 
1 loans are indirect, and although 
our volume is far ahead of what it 
was before we became active in 
this modernization program, we 
have never sacrificed sound credit 
judgment in passing on loan appli- 
cations, and we have at all times 
complied with the spirit of govern- 
ment regulations. 


Miscellaneous Personal Loans 
Increase 


In the field of personal loans, we 
were equally successful in keeping 
our net outstanding balance well 
above the national average. The 
prevalence of cash, and government 
restrictions on lending and install- 
ment buying, necessarily curtailed 
this type of credit after the United 
States entered the war, but we man- 
aged to offset these adverse factors 
by aggressive merchandising of our 
service. 

We held to the view that many 
people still needed money for vari- 
ous emergencies, for illness or hos- 
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pitalization, to pay taxes, to educate 
their children, to consolidate and 
pay off debts, and for other worthy 
purposes. We reasoned, and time has 
proved we were right, that, even if 
there was only a fraction of the per- 
sonal loan business that formerly 
existed in our county, we could ob- 
tain a lot of that business by con- 
tinuing our advertising. 

Our experience has shown us that 
personal loan advertising, to be 
effective, must be aimed at a mass 
market, and to that end, we con- 
tinued to use newspapers, radio, 
billboards, car and bus cards, direct 
mail and displays in the bank. We 
had a commodity to sell—money— 
and we reasoned that the more 
people who knew about it, the bet- 
ter it would be for the bank. 

The results of this policy have 
been extremely satisfactory. In 1942, 
when the national average for per- 
sonal loans showed a decline of 
36.2% from the preceding year, our 
net outstanding balance was down 
28.2%. For the first eight months of 
1943, the national average fell 
19.8% over that 1942 period, while 
our net outstanding balance was off 
only 12.4%. 

Our loss ratio was kept to a re- 
markably low figure although we 
extended credit to nine out of ten 
persons who applied for a personal 
loan. 

The public service performed by 
our personal loans is best shown by 
a survey covering thousands of these 
loans. That study convinced us that 
we are fulfilling a necessary eco- 
nomic and social function by 1, get- 
ting people out of debt, 2, assuring 
local merchants, doctors, etc., the 
collection of money owed them, 3, 
relieving borrowers of the harass- 
ment of persistent creditors, 4, pre- 
serving credit standing, and 5, lend- 
ing money at minimum rates. We 
used all those themes effectively in 
our advertising. 

The bank’s 1942 earnings for the 
entire consumer credit department 
—modernization, personal and 
direct automobile loans—show a 
gain of 33.7% over 1941. It is esti- 
mated that 1943 earnings, despite 
a decline in volume, will show an 
advance of 66.6% over 1942. Title 1 
loans represented 67% of the de- 
partment’s net outstanding balance 
as of September 30, 1943. 


Industrial mobilization has 
brought the United States the high- 
est level of employment in its his- 
tory, accompanied by a total na- 
tional income that surpasses every 
previous figure. But the need for 
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How To Increase Personal 
Loans 


1. Home modernization is the 
reason for the largest number 
of time-payment loans at present. 


2. More of these can be had by 
dealing with contractors or deal- 
ers. 


3. A fieldman for the bank in- 
terviewed more than 200 con- 
tractors and dealers within a 50- 
mile radius of Pittsburgh. 


4. A prompt decision on an 
application is the most important 
feature and helps more than 
anything else to get loans. 

5. The dealer submits a credit 
agency report with each applica- 
tion and this aids the loan officer 
in making a quick decision. 

6. Contractors and dealers are 
informed by the bank of any 
changes in F.H.A. and other gov- 
ernmental regulations. 


7. The bank’s advertising pro- 
motes modernization and en- 
deavors to get people to go to 
their contractors—naturally, the 
contractors appreciate that. 


8. The fieldman is in frequent 
touch with all the dealers and 
contractors. 


9. A loan that cannot qualify 
under F.H.A. is often a good loan 
and is made as an accommoda- 
tion to the contractors or mate- 
rial dealer. 


consumer credit nevertheless re- 
mains, perhaps not on the same 
scale, yet enough to justify a pro- 





Siu 


gressive bank’s continued activity in 
this field. The business is there— 
but the bank must go out and get it. 


Every Banker Should 
Read This Description 
Of Small Loan Laws 


The laws controlling the lending 
of small sums, and the interest rates 
which may be charged, have been 
changed to some extent in the last 
few years. A pamphlet published 
by the Pollak Foundation for Eco- 
nomic Research, Newton, Mass., 
outlines not only these changes, but 
the requirements of all the laws of 
all the states. This pamphlet costs 
only 10 cents, and should be read 
by at least one officer in every bank 
in the United States. 

Perhaps reading the following 
statement, which begins on the first 
page of the pamphlet, will inspire 
many bankers to write for it. The 
pamphlet says, “The consumer de- 
mand for small loans cannot be met 
at rates of 6% to 12% per annum. 
At 12%, the interest on a $5 loan, 
repaid in 10 monthly installments, 
is $2.75. It costs a commercial 
agency nearly that much to inves- 
tigate applicants and close the loan, 
to say nothing of bookkeeping costs, 
collection costs, bad debt losses and 
return on the investment. Banks, 
lending comparatively large 
amounts on preferred security, at 
less expense per dollar and at less 
risk, lend to customers at 12% to 
18%, many at an even lower rate.” 

There is some of this small loan 
business available to banks right 
now. There will be a tremendous 
volume of it available when war 
plants are converted back into the 
manufacture of civilian needs. This 
is a good time to study the laws per- 
taining to small loans. 
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Billboards like this stimulated the increase in Title I loans, 90% of which came to the 
bank through contractors and builders. 





y Opportunities Are Near 


For Loans To Manufacturers 


Reduction in government war material contracts 
is providing an increased need for bank loans. 
Here is a basis for discussion with your customers. 


HAT would happen to assem- 
bly lines if “key” subcontrac- 
tors stopped producing—not through 
lack of manpower but through 
inability to meet payrolls? Any 
purchasing agent or works manager 
will tell you very quickly how 
vital to continued production are 
some of the smallest subcontractors. 
What is the danger of failure to 
meet the payroll in 1944? 
Production, profits, and taxes for 
1943 exceed 1942 by substantial 
amounts. Many financial statements 
disclose that the liability for federal 
taxes is not covered by cash and 
tax notes. Substantial amounts re- 
served for taxes, in lieu of bank 
loans, have been invested in re- 
ceivables and inventories. 
Contracts for some war material 
and equipment have been recently 
“cut back” or cancelled entirely and 





Five Background Ideas 


1. Contracts for some war ma- 
terial have been cut back or 
cancelled entirely, indicating 
sharply reduced sales, profits, 
and taxes. 


2. The prospects are that many 
manufacturers will be faced with 
at least partial conversion to the 
making of civilian goods in 1944. 

3. Tax rates will remain high, 
if indeed, they do not go higher. 

4. Many small manufacturers 
will, therefore, need bank finan- 
cing to replace “tax money” 
heretofore used as working 
capital. 

5. Bankers have an opportun- 
ity to place good loans if they 
will take the time now to talk 
with the officials of companies 
doing war work. 
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By J. J. CARROLL 


Treasurer, Cleveland Tractor Co. 
Cleveland, Ohio 


the resultant reduction in volume 
has been felt down through the 
various subcontractors, sub-sub- 
contractors, and sub-sub-subcon- 
tractors. At present, there are no 
indications that the 1943 peak of 
war production will be exceeded in 

1944, except possibly in aircraft and 
shipbuilding. The obvious result of 
decreased volume is_ decreased 
profits and decreased taxes. The 
Treasurer of the United States 
changes his role from that of 
“banker” to that of “collector” by 
collecting more dollars each quarter 
(for 1943 taxes) than are accruing 
each quarter (for 1944 taxes). 

Reduced volume in 1944 should 
result in decreases in receivables 
or in inventories or both, and the 
decreases would provide funds for 
the repayment of tax money in- 
vested in such assets during the 
period of peak volume. 

But these are extraordinary 
times. No manufacturer is so naive 
that he believes he will have a well 
balanced inventory in 1944 and that 
he will reduce inventories com- 
parable with his reduction in vol- 
ume. Regardless of how efficiently 
his inventory control system may 
work, factors beyond his manage- 
ment control (critical materials and 
manpower shortage) will not allow 
him to obtain maximum turnover 
of inventories. 

The same factors, plus the tax bill 
of his customer, may cause his re- 
ceivables to increase. If his former 
“prompt pay” customer has the cash 
to pay, he may not have the man- 
power to complete the paper work 
on the due date. Administrative 
officers are experiencing the same 
difficulties as the Works Managers 
in obtaining the necessary help. Lax 
collection follow-up through lack 


of help will not improve the re- 
ceivables picture. 

Unless receivables and inven- 
tories decline as fast as the Treas- 
urer of the United States reduces 
his investment in these assets, some 
manufacturers will be “caught 
short.” The net amount payable 
through renegotiation proceedings 
will add to the cash requirement 
burden during 1944 and will reduce 
the working capital. 

Overhead must be reduced as 
much as possible in keeping with 
reduced volume, but this presents 
a very difficult problem in view of 
present high costs and labor short- 
age. An effort to make up lost war 
volume with a return to peacetime 
products runs into the problems of 
material shortages and OPA Price 
Ceilings. A company producing very 
little, if any, of its peacetime prod- 
uct in the last two years (and in 
many instances, at prewar selling 
prices because of OPA ceilings) 
cannot produce in volume and sell 
at a profit, at prewar prices with 
present labor and material costs. 

While OPA offers avenues for re- 
lief from ceiling inequities, there 
is involved a huge burden on ad- 
ministrative departments to prepare 
for and obtain relief. Unfortunately, 
many of the smaller subcontractors 
were not eligible for “V”’ Loans 
and it is the small subcontractor, 
making the vital part, who can stop 
the assembly lines of the major 
prime contractors. If he is to keep 
operating profitably and provide 
jobs, he must find some way to re- 
place the “investment” of the 
United States Government with 
other funds. The problems fore- 
seeable for 1944 will become acute 
at the war’s end unless adequate 
financial provision has been made. 

All production schedules for 1944 
will have to be scrutinized care- 
fully for a. availability of material 
and effect on inventories, b. amount 


(Continued on page 29) 


BANKERS MONTHLY 









rs 












The Most Important Businessman 
—After The War 


He will be important to the bank because he will create 


many new loans—he will contribute to an increase 
in local income more than any other businessman 


T IS increasingly apparent that 
one type of businessman is going 

to be more important to the com- 
munity and to banking following 
the war than any other type. The 
man to whom we refer is the dealer 
in farm equipment. 

Because of wartime restrictions, 
this dealer has had very little new 
merchandise to sell. Farmers have 
been forced to use their old ma- 
chines, and the dealer has been un- 
usually busy trying to keep these 
old machines in repair. Even with 
the good work he has done in this 
respect, however, those machines 
are badly worn because they have 
been used longer and on more acres 
than usual. 

Because of the scarcity of ma- 
chines, it has been necessary for 
farmers to share what equipment 
they have had with their neighbors. 
Thus, each implement has had more 
use than heretofore. Very often too, 
these machines have been loaned to 
neighbors and, therefore, have been 
operated by farmers who were not 
thoroughly familiar with them, with 
the result that many parts would 
have been saved if they had been 
operated by more experienced men. 

This not only is leaving the 
farmer under-equipped and poorly 
equipped, but it is leaving him in a 
state of mind which will cause al- 
most any farmer in the country to 
want to buy all new equipment as 
soon as possible after it is available. 
He is tired of using old machines. 

It should be said, however, that 
dealers have done a far better job 
in keeping old equipment in opera- 
tion than ever before. This is due 
to the fact that manufacturers have 
supplied them with more and better 
machines to do precision work on 
gears, bearings, and other parts, and 
have conducted schools to train the 
dealer and his mechanic. Most 
dealers are better equipped now 
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—and he will borrow to restock his own business. 


By JOHN Y. BEATY 


than at any previous time and most 
of them have had so much more 
experience in the servicing of ma- 
chines that they will be far better 
able to keep the new implements 
which will come through within the 
next few months (we hope) than 
they would have been if it had not 
been for the forced. use of old tools 
during the emergency. 

Most dealers now have _ such 
equipment as: a valve seat recon- 
ditioner, a valve refacing machine, 
a cylinder reboring machine, and 
welding equipment. 

The new field implements will be 
made on a more accurate scale than 
heretofore. That is, better tool steel 
will be available and parts will be 
machined to a closer tolerance. This 
will result in longer wear and bet- 


ter service of the machine. All of 
this will be understandable to the 
dealer because he has been grad- 
ually learning about the importance 
of precision during the emergency. 
He will, therefore, be better able to 
train the farmer to the use of this 
new equipment in order that he 
may have fewer delays and be able 
to plow, plant, and harvest more 
nearly on time than has been pos- 
sible heretofore. 

From the banks’ standpoint, the 
farm equipment dealer will have a 
definite influence on an increased 
return on loans. The demand for 
new tractors, plows, cultivators, 
harvesters, and combines will be so 
great that he will generate many 
more loans than ever before. He is 
a good man for bankers to cultivate 
immediately. In fact, it might be 
well to give him a course in farm 
credits as your policies require 





The farmer and his dealer are going to be the two most important bank cus- 
tomers in the next few years. 


Why The Farm Equipment 
Dealer Will Be The No. 1 
Man From The Bank’s 
Standpoint 


l. He will distribute the ma- 
chines which are the basis for 
increased income in both coun- 
try and city. 


2. He will help farmers con- 
vert their production plans to 
the most effective postwar use. 

3. He will have equipment 
which will help reduce the cost 
of the production of foods and 
feeds. 


4. He will have a much larger 
volume of business than he has 
ever had before. 


5. Farmers have been using 
old equipment for so long that 
little of it will be serviceable 
and what new equipment they 
have been able to buy on a 
rationed basis will have to be 
replaced in whole or in part. 


6. The dealer’s business will 
be more nearly a cash business 
because farmers will have only 
a limited amount of tradable 
equipment due to the extremely 
hard service to which all equip- 
ment has been put to grow more 
food. 


7. The dealer has become a 
better precision mechanic during 
the war and will be able to help 
farmers get more service out of 
the new equipment that will be 
available than they have had 
before. 





them. He may well be trained so 
that he can supply you with the 
necessary credit information when- 
ever he has a prospect. Having this 
information before the sale is com- 
pleted, you can pass on it, and the 
dealer perhaps may then be in a 
position to tell the farmer ‘exactly 
what credit arrangements he may 
be able to make at your bank. 

Naturally, we are hoping that 
banks will get all of this business. 
The experience of past years has 
proved it to be one of the best 
sources of income because the col- 
lateral is so salable and at the same 
time so necessary to the increase of 
local income. 

The farm equipment dealer, 
therefore, will be the Number One 
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One machine has been used on several farms in order to get out the crops so, 
farm equipment has been worn out faster than usual and will need to be 
replaced in large quantities when it is again available. 


man influencing an increase in in- 
come in both country and city. The 
country income is based upon the 
direct business of the farmer; the 
city income is based upon the in- 
direct business of the farmer. 

This Number One man will also 
be of tremendous help to the farm- 
ers in converting their production 
plans to the most effective postwar 
use. He will be educated by his 
manufacturer to the demand for 
various products, to new opportun- 
ities for farm production, and to 
improved methods of soil treatment, 
the selection of seed, and the culti- 
vation and harvest of crops. 

The dealer will have some im- 
proved types of equipment which 
will help reduce the cost of produc- 
tion of foods and feed. There will 
be new types of combines, improved 
tractors, and special machines 
which will make it possible for the 
farmers’ children, if necessary, to 
do a man’s work. The trend in the 
design of farm equipment is to sim- 
plify field tools, increase their per- 
formance efficiency, and reduce the 
amount of adjustment necessary to 
maintain that efficiency. 

The research departments of farm 
equipment manufacturing concerns 
have not been idle during the emer- 
gency. They have, in fact, been 


stimulated to advance even further 
than normally. Therefore, shortly 
after the industry has readjusted 
itself to peacetime manufacture, we 
may expect new designs which will 
further reduce the labor of agricul- 
ture and increase production. 

It is quite evident that the farm 
equipment dealer will have a much 
larger volume of business imme- 
diately after the war. The trade-ins 
will be at a much lower price be- 
cause the machines which have been 
used longer than heretofore will 
not be worth as much and also be- 
cause the demand for new machines 
will be so great that the dealer will 
not be tempted to allow too much 
for used machines. Therefore, the 
dealer will have a better margin in 
his business and will make more 
profit. The more profit he makes, 
the better bank customer he is. He 
will, however, be in need of loans 
to stock new machines. These loans 
will undoubtedly be turned over 
very quickly and can be, if neces- 
sary, protected by the floor plan 
which was so successfully used be- 
fore the war. 


Get copies of “Know Your 
Money” for each employee from the 
U. S. Secret Service, Washington, 
D. C. 
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Checks That Cause Errors 


Customers who design their own checks often incorporate features 
that make it difficult to handle the items in the bank’s workroom. 
The one here pictured caused several hours of extra work because it 
was charged by a clearing bank at $32.69, instead of at $30.69. 


VER since December 4, 1925, 

when standard forms for bank 

checks were promulgated by 
an A. B. A. committee, the forms 
and instructions have been pub- 
lished in the Rand M¢Nally Bank- 
ers Directory and in the Key Book. 
Nevertheless, many customers (and 
there seem to be more of them 
every year) have designed their 
own checks without any reference 
to the standard forms, and many 
items are going through banks each 
day which cause errors, delays, and 
extra work. 

This extra work sometimes runs 
into many hours. One case is on 
record in which an error on just 
one check caused 80 hours of extra 
work. 

The check pictured here was 
charged to the bank on which it 
was drawn by a clearing house 
bank at $32.69. Certainly no one 
could seriously criticize the lister 
who ran the check at that amount, 
because there at the top of the 
check, in type-written form is 
32.69. It is true that there is no 
dollar sign, but a lister always 
looks on the right-hand edge to 
pick up the amount in numerals. 
The actual amount in numerals is 
over at the center of this check. 
Above the numerals is the word 
“amount,” but what lister can take 
the time to scan the entire check 
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when the amount is so evident at 
the right edge where it belongs. 

It is difficult to understand what 
the 32.69 stands for, when you see 
that the check writer perforated 
the check amount as $30.69. The 
point is, there is no space at the 
right-hand side of the check for 
entering the amount in numerals. 

It is a little difficult also for 
transit clerks to handle this check 
in sorting to the bank to which it 
is to be mailed. The transit number 
of the bank is in the lower left- 
hand corner. 

Representatives of the American 
Bankers Association, the National 
Association of Manufacturers, the 
United Typothetae of America, the 
National Association of Purchasing 
Agents, the Railway Accounting 
Officers Association, the Associa- 
tion of Bank and Commercial Sta- 
tioners, The Lithographers Co- 
operative Association, the Railway 
Treasury Officers Association, the 
National Association of Employing 
Lithographers, the Federal Govern- 
ment, and other interested groups, 
convened in a general conference 
under the auspices of the Division 
of Simplified Practice of the U. S. 
Department of Commerce on De- 
cember 4, 1925. This conference 
adopted definite sizes of commer- 
cial instruments as well as uni- 
formity in arrangement of subject 


matter on the face of checks and 
voucher checks. These recom- 
mendations have been periodically 
reaffirmed without change by the 
Standing Committee responsible for 
reviewing the recommendations. 
Uniformity in arrangement of 
subject matter on the face. of checks 
and voucher checks was decided 
upon by a special committee of the 
conference in co-operation with the 
Officials of the Federal Reserve 
Board. In the exhibits shown here, 
the check number, date, transit, 
and Federal Reserve Bank num- 
bers, amount in figures, and signa- 
ture all appear on the right side of 
all checks except those drawn in 
draft style. Instruments similar in 
arrangement to the draft will differ 
therefrom only in having the name 
of the bank and transit number ap- 
pear in the lower left-hand corner. 
It is easy to see that if these rec- 
ommendations are followed, there 
will be no delays and fewer errors 
in bank operating departments. 
However, many bank customers, 
and in a few cases, banks them- 
selves have departed from this 
standard form to the detriment of 
everyone handling the check. 
What can be done about it? The 
first thought is: “Customers can be 
educated.” It is true, they must be 
educated. Who will educate them? 
No one other than the bank is likely 
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to have enough interest in the mat- 
ter to do the work. So, it is. the 
bank’s job. 

One bank asked a depositor to 
leave. This bank had so many er- 
rors due to the improper printing 
of checks that it lost more money in 
time than it has lost by not having 
the account. In most cases, how- 
ever, customers are willing to co- 
operate. 

The thing that will help most is 
an educational program which will 
recommend standard forms to cus- 
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tomers before they have their 
checks printed. 

The standard forms recommended 
by the group of associations already 
mentioned are _ reprinted here. 
These illustrations may well be 
used with customers. As a matter 
of fact, it might be worthwhile for 
a bank to have reprints of these 
forms made to be handed to cus- 
tomers. 

Another thought is that these 
forms might be printed on the back 
of the statement sheet which goes 


to the customer every month, so he 
will be continually reminded and 
may have continually at his finger 
tips exact information as to how 
his checks should be designed when 
a new quantity is ordered. 
Bankers Monthly proposes to re- 
produce other checks which have 
caused trouble in banks in the hope 
that this may be a periodical re- 
minder to bank officers to forestall 
errors in the operating department 
by persuading customers to have 
their checks properly designed. 
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Family Spirit Encouraged 
By Promoting Employee Activities 


This bank arranges for group meetings and parties for employees and 
has learned that the ones they like best are those in which the em- 
ployees do their own entertaining. Officers, bookkeepers, tellers, and 
clerks join heartily in each activity arranged by personnel committees. 


OR two years, conditions have 

made it necessary for all of us 

to give more time and energy 
to our jobs. At times some of our 
employees have been working under 
pressure to see that the work was 
carried through efficiently and 
promptly. That is commendable— 
but this type of loyalty must not be 
imposed upon. 

So we are constantly in search 
of better, easier methods. We also 
try to develop forms of relaxation 
for our employees. 

A Personnel Committee has the 
responsibility to promote the inter- 
ests and welfare of employees. This 
committee has appointed various 
subcommittees for the purpose of 
developing our Personnel Pro- 
gram. These committees are: Edu- 
cational committee; Employees 
welfare committee; Lunchroom 
committee; Personnel records; 
Recreational committee; Sugges- 
tions committee; and Vacation 
committee. 

The subcommittees report to the 
Personnel Committee at regular in- 
tervals. Recent reports of these 
groups will indicate their activities. 
These reports ‘are briefed as fol- 
lows: 

The Educational Committee has 
two projects under way: 

The preparation of information 
for all the new employees which 
will give them a general outline of 
the bank’s services and what the 
bank does for the employees, and 
an established outline for enabling 
the employees to become acquaint- 
ed with the bank and the em- 
ployees before settling down to 
their particular job. 

A study of training for particu- 
lar assignments and the devising of 
methods for bringing this special- 
ized training to the employees. 
Special classes for both general 
and departmental study have been 
organized. 
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By H. C. NICHOLLS 


Cashier, The First National Bank, 
Madison, Wisconsin 


The Employees Welfare Com- 
mittee is undertaking an extensive 
program and so far has accom- 
plished the following: 

“The Hobby Show,” which was 
held in conjunction with the grand 
opening of our lunch room. 

The Visiting Nurse service which 
is now available to all employees. 

Group Hospitalization Insurance 
has been provided to all employees 
without cost, and Family Benefit 
protection has been made available 
at a nominal cost. 


This Is One Of The Following 
Series On Public Relations 


1. How A Bank Can Influence 
People—By Erwin O. Meeh, 
Asst. Cash.; The Irvington Na- 
tional Bank, Irvington, N. J. 
Published in December 


. Family Spirit Encouraged By 
Promoting Employee Activities 
—By H. C. Nicholls, Cashier, 
First National Bank, Madison, 
Wis. 

In this issue 

. This Is A Good Time To Get 
Publicity For Banks—By How- 
ard Barney, Adv. Mgr., The 
Merchants National Bank, Mo- 
bile, Ala. 

In the next issue 


. Advertising Has A Better 
Chance To Sell Banking Serv- 
ices—By W. W. Neal, Vice 
President, Wachovia Bank and 
Trust Co., Winston-Salem, N. C. 


Discontinuance of the custom of 
furnishing “treats” on birthdays, 
weddings, etc., which in some in- 
stances has imposed a burden on 
the employees. 

Lunch Room Committee—Re- 
modeling of the lunch room was 
completed, and was available for 
use by the employees just two 
weeks after the project was 
started. 

The Personnel Records Commit- 
tee is presently engaged in analyz- 
ing information obtained from 
some of the leading banks of the 
country, and taking an inventory 
of the personnel records we already 
have in our files. 

A questionnaire was distributed 
to every member of our staff, in 
order to obtain the necessary data 
to establish a uniform and central- 
ized information file for each em- 
ployee. 

The Recreation Committee spon- 
sored a bowling match (mixed 
doubles). A large turnout of both 
good bowlers and beginners was 
on hand and everyone seemed to 
have a good time. 

During the spring, a roller skat- 
ing party was also sponsored by the 
committee. It was attended by a 
large number of the officers and 
employees of the bank, all of whom 
attended had a very pleasant eve- 
ning. 

During the summer a golf tour- 
nament was held at one of the local 
country clubs. Small prizes were 
awarded the winners at golf, and 
for the games which were played 
in the evening. 

The Committee is considering 
plans for other recreation and 
amusement for the coming months. 
The members believe that the em- 
ployees have a lot of good ideas 
on recreation and hope to receive 
some good suggestions. 

The suggestion committee first 
gathered material from different 
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A hobby show made the opening of the bank's recreation rooms doubly interesting. Most 
employees had a hobby and made a display. 


The bank has provided rooms for lunches, games, and relaxation and this serves as a 


center for employee activities. 


banks in the country which had 
successful suggestion programs. 
Based upon the information ob- 
tained in this way, a program of 
our own was developed, and sug- 
gestions are now being received 
from the officers and employees. 

The feature of the plan is the use 
of numbered sheets, so that anyone 
in the organization will feel free to 
submit suggestions. The person 
making the suggestion simply de- 
taches the numbered coupon, and if 
his suggestion receives an award, he 
presents his coupon to claim it. In 
this way we avoid any embarrass- 
ment on the part of the employee 
submitting a suggestion if the com- 
mittee does not think it of sufficient 
value to receive an award. 

All of the officers are expected to 
submit suggestions, but they are not 
entitled to any cash awards as are 
the employees. 
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The Vacation Committee has 
held several meetings for the pur- 
pose of working out the 1943 va- 
cations. In addition the committee 
recommended to the Personnel 
Committee that an extra vacation 
allowance of two days be granted 
to all 1942 “Attendance Aces.” 
This reconimendation has been ap- 
proved. 

Another of the committee’s rec- 
ommendations, covering additional 
vacation allowance based upon 
length of service was approved by 
the Personnel Committee. 


The Hobby Show 


The hobby show included dis- 
plays of coin and stamp collec- 
tions, woodworking, photography, 
quilting and knitting, hand-mold- 
ed dogs and rabbits and Victory 
gardening featured the formal 
opening of a new recreation and 


lunchroom for employees. The 
recreation and lunchroom is one 
of the projects fostered by the 
bank’s Personnel Committee. 

Comic displays of hobbies in- 
cluded an animated horse as a 
take-off on President Hefty’s inter- 
est in riding and farming, and an 
animated papier-mache cow milked 
by Rudolph Kundert, the bank’s 
agricultural advisor, while looking 
at stock ticker tape draped over 
the cow’s head to depict his inter- 
est in farming, livestock, and the 
stock market. 

Other hobby exhibits by officers 
and employees were a coin collec- 
tion, miniature dogs fashioned of 
glass and wood, stamp collection, 
miniature rabbits in glazed pottery 
woodworking, paper money, bank- 
ing forms, ration banking forms, 
quilting, knitting, Victory garden- 
ing, photography, and woodwork- 
ing. 

The hobby exhibit attracted a 
great deal of interest and was the 
means of getting all of our people 
better acquainted. 

Following a Dutch lunch, humor- 
ous prizes were awarded for the 
best hobbies by Vice President R. 
H. Marshall, who acted as master 
of ceremonies. Entertainment dur- 
ing the evening consisted of sing- 
ing and dancing. 

The Employees Welfare Commit- 
tee and the Lunchroom Commit- 
tee planned the entertainment for 
the evening. 

The new recreation and lunch- 
room is a war-time project and is 
located on the top floor of the 
bank building. The quarters con- 
sist of a dining room, kitchenette, 
reading room, writing room, card 
room, and a game room. It pro- 
vides employees a restful place to 
enjoy noon-hour facilities for after 
hour activities. 


The Christmas Party 


Our annual Christmas dinner 
party has been the year’s highlight 
of the bank’s social activities for 
its officers and employees. 

Last year, a survey of the en- 
tertaining talent of the bank per- 
sonnel was made by passing 
around a mimeographed form to 
be filled out. Those who were too 
modest to say anything about their 
own ability to entertain were sug- 
gested by fellow workers. How- 
ever, no one was urged to take 
part in the program unless he 
wanted to. 

The program was divided into 
two parts. One of the girls in the 
bookkeeping department, who 

(Continued on page 32) 
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Each Customer Now Carries 
His Own Box From The Vault 


After learning of several court cases in 
which banks have lost because an em- 
ployee brought the customer’s box from 
the vault while he waited outside, this 
bank changed its policy as here described. 


By J. FORD WHITE 


Cashier, First National Bank 


OR many years, we thought 

that we were being courteous 
to our customers by having an em- 
ployee go into the vault, open the 
safe deposit box with the custom- 
er’s key and bring the box to the 
customer outside. Then, one day, 
we learned that several banks have 
lost heavily by following this 
practice. 

The point seems to be that, if a 


The Safe Routine For Giving 
Entry To Safe Deposit Boxes 


1. The customer signs an en- 
trance slip. 


2. As he signs, the employee 
finds the contract and compares 
the signature and box number. 


3. The customer accompanies 
the employee into the vault. 


4. He inserts his own key into 
the lock of the box. 


5. The employee inserts the 
guard key and opens the door. 


6. The customer withdraws 


his own box. 


7. He removes his key and 
takes it with him. 


8. He carries his box to a 
booth. 

9. When he returns, he puts 
the box into the compartment. 


10. He inserts his key and 
closes the box, locks it, and with- 
draws the key. 


At no time has the employee 
been in the vault without the 
customer; he has not handled 
the box nor the customer's key. 
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crook wishes to defraud a bank, 
he’ simply rents a box and makes a 
great show of putting something of 
large value into it (such as cur- 
rency). Then some day, he comes 
in and secretly takes out every- 
thing that is in the box. A few 
days later, he comes in again and 
makes a great show of displaying 
the box entirely empty. 

He then goes to.court and claims 
that he had several thousand dol- 
lars in the box (an employee saw 
him put it in) and that when he 
opened it on the specified day, the 
box was empty. 

Inasmuch as the bank’s em- 
ployee secured the box when he 
was not in the vault and could not 
see what the employee was doing, 
it is self-evident, he claims, that 
the bank’s employee stole the 
money. 

The court always rules in favor 
of the customer, even though he is 
apparently a crook, and the bank 
has to repay the loss. 

When we learned this, we real- 
ized that, while we had been for- 
tunate up to now, we would be 
much safer to follow the practice 
of having the customer go into the 
vault with the employee, and at 
least be able to watch the employee 
withdraw the box, or else to with- 
draw the box himself. 

At first, our old box renters 
couldn’t understand why this 
change was made in our proce- 
dure. But we assured themi that it 
would be much better for them to 
be present when the box was re- 
moved, and, in fact, unless they 
are very old, we ask them to insert 
their own key. 

There probably is less likelihood 
of a crook settling in a town as 
small as Salida to play a trick like 
this on the local bank, but stranger 
things than that have happened. 
At any rate, we could now prove 


Every customer now carries his own box 
from the vault and handles his own key. 


to a court that it is our regular 
practice to have the customer pres- 
ent when the box is removed. 
When a bank has had this defense 
in cases that have been tried, the 
court has ruled in favor of the 
bank. 


We feel that it is much better to 
adopt the procedures which protect 
our institution than to wait until 
-some claim is brought against the 
bank. Our loss might amount to 
much more than the few minutes 
extra work which may be required 
to get the customer into the vault 
and out again. 

I have recently read of a case in 
which a bank installed a nest of 
boxes which was purchased from 
another bank. A renter of one of 
these boxes brought suit against 
the bank for the recovery of $10,- 
500 in currency which he claimed 
he had placed in one of these 
boxes. 

He admitted that he had entered 
the box on two occasions before he 
made the claim for the loss of the 
money. But, he testified, in each 
instance he merely lifted the lid 
off the box, and inserted the docu- 

(Oontinued on page 81) 
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Loans Increased And Quality Improved | 
By Visits With Farmers And Dealers 


Bankers Monthly has had letters from many bankers which tell 
of the definite benefits from visiting farmers and dealers where 
they work. Often the customer needs the encouragement the bank 
officer can give him to get started on a profitable expansion project. 


NE of the most interesting 

experiences we have had ex- 
plained to us in a letter is that of 
O. W. Hampton, president of the 
Eaton Bank, Eaton, Colorado. He 
explains his profitable loan build- 
ing plan as follows: 

While credit has been a feature 
of our contribution to the develop- 
ment of livestock feeding in the 
Eaton District, it has been accom- 
plished, and is continued, with no 
liability on our part. Naturally, the 
point of interest to bankers is the 
fact that, through the development 
of stock feeding, we have succeeded 
in leveling those extreme seasonal 
peaks of deposits and loans com- 
mon to most of the agricultural dis- 
tricts, and have been able to keep 
approximately 70% of our deposits 
conservatively and safely loaned 
throughout practically the entire 
year. 

Diversified as our crops are, we do 
not complete our feeding opera- 
tions from our own sources of sup- 
ply. While each feeder plans his 
yearly program with a view to con- 
suming all of the feed that he has 
raised, we are heavy purchasers of* 
corn and mixed concentrates. Our 
consumption of corn is largely in 
the latter part of the feeding oper- 
ation, after our own small grains 
have been consumed. This, because 
we have never found a satisfactory 
substitute for corn to finish on. This 
commodity comes in both by rail 
and truck, and during the past few 
seasons, many of the truckers have 
operated from as far east as Iowa. 

The concentrates are generally 
products of well-known feed manu- 
facturers and their use has been 
gradually expanding for years, due 
to the very intelligent methods used 
both by the manufacturers and the 
local dealers in distributing them. 
No effort is made to sell a feeder 
quantities of these concentrated 
feeds; but rather, a method of close 
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co-operation, whereby they first 
start with small quantities of the 
various mixtures that may seem 
best adapted to properly balancing 
the ration of which the principal 
basis will be the feed the owner has 
on hand from his own production. 

Following this conservative 
method, profitable results are nearly 
always obtained so that the dealer’s 
customer is gradually expanding 
the use of the concentrated feeds, 
and each year more of his neigh- 
bors are making their initial start 
on a small experimental basis. 

Using such conservative methods 
for the sale of these concentrated 
feeds makes it not only possible, 
but practical, for the credit sources 
to furnish money for the payment 
of feed bills, and I believe it is a 
combination of the two that is grad- 
ually building up in this district a 
very substantial business in these 
products. 

Our policy in furthering this and 
other practical features of livestock 
feeding is at all times advisory 
rather than dictatorial. We spend 
much time in the feed lots of our 
customers for the initial purpose of 
acquiring information and knowl- 
edge. In so doing, we find it possible 
to serve as a central source of in- 
formation and to pass on much of 
what we learn in our association 
with all feeders, to the individual— 
who, naturally, does not have the 
time to contact the many sources 
that we do. 

As a result of this policy, the feel- 
ing has been entirely eliminated in 
this district that all calls are for the 
purpose of checking our security. 
Farmers know that these calls do 
not evidence any lack of confidence 
in our customers; and we find that, 
instead of being criticized for fre- 
quent calls, the only complaint our 
customers make is that our calls 
are too infrequent. 

The inference that might be 


drawn from the foregoing remarks 
that livestock feeding is always 
profitable would be incorrect, based 
on yearly records. But where it is 
confined to experienced feeders 
(and this particularly applies to the 
feeding of lambs, and I cannot over- 
emphasize “experience”), the rec- 
ord over a period of years indicates 
more profit from the feeding opera- 
tion than from the production of 
crops. 
—O0— 


Improved Feeding Promoted 


W. °M. Byrn, cashier, Farmers 
and Merchants Bank, White Bluff, 
Tennessee, got his original inspira- 


(Continued on page 30) 


Benefits Of Banker-Farmer 
Co-operation 


1. The bank officer can pass 
on the customer's credit more 
intelligently if he visits him at 
his work. 


2. Good loans are those made 
to successful farmers and deal- 
ers, and an officer can judge the 
success of his customer better 
if he sees him at his work. 


3. The banker picks up valu- 
able ideas from one man which 
he can pass on to the next, and 
he thus helps to increase the 
success of his borrower. 


4. Local dealers who sell feeds 
to farmers can supply valuable 
credit information which might 
not be easy to get otherwise. 


5. When the bank works with 
both the farmer and the dealer, 
he sets himself up as an under- 
standing advisor to his cus- 
tomers. 


BANKERS MONTHLY 





The huge check these men are hold- 
ing was in negotiable form, but does 
the size make it non-negotiable? 


a. Yes, a check must not be more than nine 
inches long; b. No, the size of a check is 
not limited by law. 


(Question 2 is in third column) 


What does C/D mean in a bank? 
a. See the doorman; b. Call depositor; c. 
Carry debit; d. Certificate of deposit. 

4 | Is there a posting system whicli re- 
quires the same checks to be posted 

twice by different bookkeepers? 
a. Yes, the dual-posting system; b. No, one 
posting is all that is ever made. 

What is usually the work of a transit 
department in a bank? 
a. It buys railroad tickets for officers and 
employees; b. It sorts and lists and mails 
those deposit items which must be sent to 
out-of-town banks for collection; c. It han- 
dies deposits received by mail; d, It types 
the correspondence for officers. 
In which city is the Federal Reserve 
Bank for the 3rd District? 
a. Boston; b. New York; c. Philadelphia; 
d. Richmond; e. Cleveland. 
Which of the following may be photo- 
graphed in a Recordak? 


a. Checks; b. Notes; c. Drafts; d. Money 
orders; e. Ledger sheets. 


1 Is it better to have the voucher part 

of a check at the left-hand end, at 
the right-hand end, or in boxes arranged 
from one end to the other? 


a. At the left; b. At the right; c. 
the check from end to end. 


Across 
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Grade yourself as follows: 


18, 19 or 20 
15, 16 or 17 
12, 13 or 14 
8, 9, 10, or 11 
5, 6, or 7 

2, 3, or 4 


Very Superior 
Superior 

Good 

Average 

Poor 

Very Poor 


Reprints of this page (so that 
each employee may have a copy) 
may be had for two cents each. Ad- 
dress Bankers Monthly, 538 South 
Clark Street, Chicago 5, Illinois 


If you made up cash payrolls in 
which many coins were needed, which 
machine would save the most time? 


a. Coin counter; b. Calculator; c. Proof 
machine; d. Automatic cashier. 


Which of the following types of 
amounts appear more often on checks 


than the others? 


Those ending in: a. 0 or 3; b. 5 or 7; 
ce. 0 or 5; d. 9 or 6. 


Which of the following are now 
printed for general cireulation by the 
U. 8. Government? 


a, Federal Reserve notes; b. United States 
notes; c. Silver certificates; d. Gold cer- 
tificates; e. National bank notes. 


1 When a new bank is organized, do 
the officers have the authority to 
select their own transit number? 


a. Yes; b. Yes, with the consent of the 
state banking department; c. Yes, with the 
consent of the.comptroller of the currency; 
d. No, the bank must use the number as- 
signed by Rand MeNally Bankers Diree- 
tory, the official numbering agent of the 
American Bankers Association. 


At least in some large banks, certain 

officers sit near the railing which 
divides the lobby from the officers’ space, 
and are referred to as rail officers. Which 
would you think is the most common 
work of these officers? 


a. Opening new accounts, o.k.ing checks, 
and handling special services; b. Making 
loans; c. Buying securities; d. Handling 
personnel problems. 


Which of the following would you 
expect to find on an appraisal of real 
estate? 


a. Legal description; b. Type of buildings; 
ce, Current value; d. Names of former 
owners. 


If the title of an account reads: 
John Q. Adams, which kind of an 
account is it? 


a. Joint account; b. 
Personal account. 


(Answers on page 40) 


Alternate account; c. 


Can you see the amount of this check 
in the picture? 


a. Yes, it is $95; b. Yes, it is $95.20; 
ec. No, the $95 is the rate of pay and not 
the amount of the check, 


If a bank lists ‘‘Government secu- 

rities,’’ ‘‘Municipal securities’’ and 
‘‘Other securities’’ as three items, what 
would be ineluded under ‘‘Other secu- 
rities?’’ 

a. Railroad bonds, corporation bonds, and 

public utility bonds; b. Life insurance pol- 

icies; c. Collateral left by borrowers to 


secure loans; d. Notes owed to the bank by 
other banks. 


As of what day of the month is the 
comptroller most likely to require 
national banks to issue statements? 


a. ist or 15th; b. 2nd or 16th; ¢c. 30th or 
Bist; d. 5th or 10th. 
Which are liabilities on a bank state- 


ment? 


a. Bank building; b. Deposits of other 
banks; c. Undivided profits; d. Fixtures. 
If a trust customer asks you to ex- 


plain the meaning of ‘‘corpus’’ on 
his trust statement, how would you make 
it clear? 


a. A town in Texas; b. A dead person; 
ce. A trustee; d. The principal of the trust. 


(Question 19 is at bottom of first column) 


Is there a specific charge for float in 
this service charge schedule? 


a. Yes, it is included in the first item; 
b. It is included in “Total activity cost’; 
c. The 4 cents per item is the float charge; 
d. No, there is no charge for float in this 
schedule. 
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B. M. Quiz Used At A. I. B. 


As to your monthly quiz pro- 
grams, personally I think they are 
most timely and, commencing to- 
night, I am going to use them at our 
A.LB. school on Fundamentals of 
Banking as I happen to be the in- 
structor. Will let you know later 
how the girls in this class like them. 
—R. E. Conn, Vice President, First 
National Bank in Palm Beach, Flor- 
ida. 


Our Quiz Questions 
Get Reprinted 


With your permission, we should 
like to use some of the questions 
contained in Bankers Monthly 
Quizzes in our house publication 
“The Teller.” We have a complete 
file of each quiz, with the exception 
of the one appearing in the July 
1943 issue. Will you please send us 
a copy of this quiz so that our file 
will be complete.—H. C. Nicholls, 
Cashier, The First National Bank, 
Madison, Wis. 


Save Your Bankers Monthly 


We are enjoying your monthly 
quiz very much, but only have Nos. 
4 and 6. 

Will it be possible to secure the 
other copies? If so, please let us 
have these issues of the Bankers 
Monthly, or just copies of the quiz. 
Very truly yours—Lida North, 
Teller, Harpeth National Bank, 
Franklin, Tenn. 


isn’t The Editor Entitled To 
Make An Error Once 
In A While? 


The editor received the following 
letter from J. J. Howell, assistant 
cashier of the National Bank of Suf- 
folk, Suffolk, Virginia: 

“Please refer to question 12 
on page 491 of November 
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Bankers Monthly, and your 

answer on page 489, and advise 

us where the Federal Reserve 

Branch in District 3 is located.” 

The question referred to read as 
follows: “In which federal reserve 
districts are there no federal re- 
serve branches? a. One; b. Two; 
c. Three; d. Four.” 

The answer to this question was 
given as “a,” that is Federal Re- 
serve District No. 1.'The answer 
also stated: “In the front of the 
Bankers Directory will be found a 
map showing the subdivision and 
the location of branches of the 
twelve federal reserve districts. 
District No. 1 has no branch and 
the Federal Reserve Bank is loc- 
cated in Boston.” 

While this answer is not a mis- 
statement, it is not complete for 
Federal Reserve District No. 3 does 
not have a branch. It comprises the 
smallest area of all the federal re- 
serve districts, and all of the banks 
in the district are near to Phila- 
delphia and it is convenient to send 
their items there and get quick ac- 
tion. As a matter of fact, only Dis- 
trict No. 1 and District No. 3 have 
no branches. All of the other dis- 
tricts have branch banks to pro- 
vide faster service and interest. 

The editor has no excuse what- 
ever for making this omission. 
When these questions are prepared, 
each question is written on a three 
by five card, the answer given, and 
the card properly filed. After get- 
ting this létter from Mr. Howell, we 
looked on the card and discovered 
that the answer had originally in- 
cluded District No. 3, but for some 
unknown reason District No. 3 and 
been crossed out. 


If some of our readers have felt 
that some of our questions have 
been a little too difficult, we hope 
that they will get some satisfaction 
from the fact that the editor him- 
self made an error; although he had 
the map and the names of the fed- 
eral reserve banks and _ their 
branches before him when the 


answer to the question was written. 
He has no excuse to offer. 

Perhaps it might be well to point 
out that this case illustrates the 
fact that it actually is just as diffi- 
cult to prepare thése questions as 
it is to answer them when you read 
them in Bankers Monthly. We have 
to keep in mind constantly that our 
question must be so worded that it 
cannot be understood or that it is 
not so incomplete that it is not fair. 

We beg your pardon for this error 
but hope that this correction will 
enable you to fix the facts in your 
mind even more firmly than if the 
error had not been made. Don’t 
hesitate to write whenever you ob- 
ject to any answer. The whole pur- 
pose of Bankers Monthly Quiz is to 
encourage serious thought on all 
matters of banking technique so 
that we all will better understand 
the service we are trying to per- 
form for the American public. 


Every Article Interesting 
And Practical 


For some time we have been re- 
ceiving the Bankers Monthly, and 
I am ashamed to think I have taken 
advantage of the many fine articles 
you have every month and haven’t 
even bothered to thank you for 
sending the magazine to us. Frank- 
ly, I read it from cover to cover, 
every article being very interesting 
and practical, and I enjoy it as 
much, or more, than any magazine 
that we get.—Joe Menges, Cashier, 
Alta Vista State Bank, Alta Vista, 
Iowa. 


Kindly send me one copy of the 
May, 1943, issue of your publica- 
tion. I am particularly interested in 
the article “How To Reduce Sav- 
ings Account Activity.”—Herbert 
A. Berghof, Asst. Cashier, The 
Irvington National Bank, Irvington, 
N. J. 


It’s always time to promote thrift. 
BANKERS MONTHLY 





This money order-is made in triplicate with “snap-out” carbons. One 
carbon is the customer's copy. The other is the bank’s record. 


We Sell 40 Money Orders A Day 


UR experience with money or- 

ders has been more than sat- 
isfactory both financially and as a 
time saver. On the average, we sell 
about 40 money orders a day, 
which is a good volume for a bank 
of this size. 

Neillsville is a town of 2,562 in- 
habitants, and our bank has total 
resources of a little less than 
$2,000,000. 

We charge 5 cents for money or- 
ders under 10 dollars; 10 cents for 


Loans To Students 


The following suggestion was 
made to Nebraska bankers by Act- 
ing President Dale Milliken at the 
recent state convention. 

When I raised the question yes- 
terday on post-war planning, I 
stated that I had not yet heard of 
any banker who planned on encour- 
aging the many hundreds of thou- 
sands of young fellows who had 
only part of an education upon leav- 
ing for military service, to return to 
college. 

The point is that we will need a 
greater amount of brains and sound 
thinking in our post-war period 
than heretofore. 

To my surprise I learned that we 
have over twenty colleges and the 
State University in Nebraska. It 
seems to me that the bankers in 
these communities could well afford 
to set aside the modest sum of $1,000 
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those under a hundred dollars; and 
10 cents per hundred for those over 
a hundred dollars. 

The money order blank we use is 
made in triplicate, with one-time 
carbon inserted, and provides, in 
addition to the original money or- 
der, a register for our own files, 
and a customer’s receipt. 

The customer’s receipt provides 
spaces for the customer’s own use 
in which he can record the reason 
for sending the money order. Thus 


to $2,000 to be used for loaning for 
educational purposes to juniors and 
seniors. It is surprising what a small 
amount of money will assist an am- 
bitious young fellow to complete his 
college career. 

I have in mind the Fremont 
Rotary Club fund of about $1,500. 
This fund has been loaned in 
amounts up to $250 to individuals. 
A. modest rate of interest is charged 
on the loans. I do not have at hand 
the number of students who have 
been assisted during the past ten 
years; however, eight loans were 
made as of June 1, 1943 totaling 
only $612. The student is supposed 
to start repayments within a year 
after he is through college. On any 
student loan which shows a tend- 
ency to become “slow,” the recip- 
ients are notified and all of them 
“get on” this individual. The theory 
being that if any one does not repay 
his loan when able to do so, it works 


the customer has a complete rec- 
ord, including the number of the 
money order as well as the amount, 
and so on. 


This form is so easily filled out 
that it requires only a few seconds. 
When the order is returned to the 
bank after being paid it is filed 
with the duplicate, and thus our 
records are complete.—H. S. Fred- 
ericks, Asst. Cashier, The Neills- 
ville Bank, Neillsville, Wis. 


a hardship on the future borrowers 
from the fund. 

We in Fremont are very much 
interested in our Midland College 
loan fund and I have in mind asking 
my Board to set aside a sum for 
student loan purposes, rather than 
to carry them in our regular note 
case. 

Too often banks are kicked 
around by politicians without hav- 
ing, you might say, a friend at court 
to defend them. I am positive the 
recipient of a student loan would 
defend the bankers whenever the 
occasion arose. Loans should be 
made only on the recommendation 
of school authorities. 


I venture to say that banks have 
normally paid employees what they 
were worth. Now, ways must be 
devised to make them worth more. 
—O. B. Lovell, Comptroller, First 
National Bank, Madison, Wis. 
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Audits 


How To Maintain Audit Control 
Of Collections 


On page 392, September, 1943 issue 


SEVEN ADVANTAGES OF THIS 
PROCEDURE 

1. An audit record of each collection, 
both incoming and outgoing. 

2. A means of follow-up on long-stand- 
ing open items. 

3. An audit of the disposition of pro- 
ceeds received. 

4, Protection against loss or misplace- 
ment of negotiable securities. 

5. Direct delivery of registered mail 
and receipt thereof. 

6. Time saving in the preparation of 
registered mail and insurance records. 

7. Centralization of all registered mail. 


EIGHT STEPS IN THE AUDIT 
ROUTINE 

1. A record of the collection item is 
to be made in quadruplicate: One copy 
accompanies the item when presented; 
one is the customer’s memo; one is a 
eredit ticket; and one is the audit copy. 

2. The audit copy goes to the auditor 
or to an executive officer acting as 
auditor; this establishes dual control. 

3. A control man receives the items 
or supervises their handling. 

4, The control man receives all remit- 
tances, checks them against his records, 
and hands them to the collection teller. 

5. When the disposal of the funds has 
been completed, the auditor stamps the 
audit copy ‘‘paid’’ and files it. 

6. Registered mail is all handled by 
one person. 

7. The records of this person are made 
with carbons to include: registry appli- 
cation, messenger’s receipt, post office 
receipt, audit copy, and insurance appli- 
eation. 

8. A postal card addressed to the 
auditor is enclosed with each registered 
package and is returned to acknowledge 
receipt. 


The Brighter Side—Employee Turnover 
Aids Internal Audit 
On page 478, October, 1943 issue 
FEATURES OF CURRENT AUDIT 
PROCEDURE 
1. Employee turnover has prevented 
most employees from remaining on any 
one job too long. 
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A Recapitulation Of 325 Ideas 
Published Since July, 1943 


Here are republished the 325 ideas for the use of directors, manage- ° 
ment committees, cashiers, department managers and others who 
are looking for tested plans to reduce cost and increase income. 


2. Officers make casual but frequent 
trips through different departments and 
thus discover improvements possible in 
procedure—carelessness, and other items 
that might be missed by a formal audit. 

3. The policy is to avoid fear in the 
minds of employees, but rather to estab- 
lish the feeling that the duditors are 
trying to be helpful. 

4. To aid this feeling, the auditing 
department sends some of its employees 
to help check small differences. 


Exchange Charges 


All Iowa Banks Pay At Par 
On page 354, August, 1943 issue 
ARGUMENTS FOR THE BILL 


1. The charge is being applied to the 
wrong person. It is the man who pays 
his bills by check who gets the service— 
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he is the one who should be charged. 

2. There is no uniformity in the charges 
and the person accepting a check never 
knows whether he is being paid in full 
for his goods or not. 

3. Some retailers have paid as high as 
$150 a year on exchange, for which they 
received no service. 

4. In some cases, as much as 744% of 
the amount of the check was deducted 
as an exchange charge. This would be 
the worst kind of usury, if it were ap- 
plied to a note. 

5. When their own customers com- 
plained, some non-par banks denied that 
the charge had been made. 

6. A large and unfair amount of work 
is saddled on the par banks, which 
must keep records of exchange charges 
and collect them from their own irritated 
customers. It costs some city banks as 
much as $5,000 a year. 

7. The argument that a bank must 
ship in currency to pay its checks does 
not apply, because charges are made on 
checks that clear through other banks 
and no currency is used to settle them. 

8. Service charges are proper, but they 
should be levied against the one receiving 
the service. 


**Exchange’’ Charges Discussed 
On page 547, December, 1943 issue 


ARGUMENTS FOR ‘‘EXCHANGE’’ 
CHARGES 


1. The only implied contract between 
bank and depositor is that the bank will 
return to the depositor over its own 
counter the money he deposited. 

2. A check is merely an order to pay 
at the bank’s own counter the amount 
stated. 

3. A businessman receiving a check 
should add the exchange fee to the check 
at the time he takes it. 

4. The treatment of a check as so 
much eash is clearly erroneous. 

5. Sellers have no right to assume 
that a check drawn on a distant bank 
is local exchange without any cost to 
them. 

6. If the buyer should pay the charge, 
he should buy a draft and not use a 
check—or he should draw his check 
**with exchange’’—or the amount should 
be added to the check. 

7. The fact that the Federal Reserve 
banks prohibit exchange can in nowise 
alter the rights or wrongs of the case. 
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ARGUMENTS AGAINST 
‘*EXCHANGE’’ CHARGES 


1. A non-par bank’s exchange charge 
is merely a subterfuge to collect income 
from some person so far away that he 
cannot protest the injustice of the charge 
directly to the bank making it. 

2. It is assessed the wrong person—it 
should be collected from the one who 
writes the check. 

3. The plan is most unfair to par 
banks for it causes them considerable 
extra work to keep records of the charges 
and the most unpleasant task of collect- 
ing it from the depositor. 

4. ‘‘It’s a form of extraction very 
closely akin to petty larceny’’—J. H. 
Peters. 

5. Only those banks with inadequate 
service charges to their own customers 
ean be tempted to collect charges from 
out-of-town payees. 

6. No banker can truthfully say that 
it is greater trouble and expense to 
write’ one draft to pay a large number 
of checks than it would be to pay the 
checks one at a time over the counter. 

7. It is ridiculous to argue that a bank 
should receive extra compensation for 
paying checks in bunches (as when a cash 
letter is remitted for). 

8. To suggest that checks be drawn 
‘‘with exchange’’ is an admission that 
the drawer should pay the fee. 

9. If customers are urged to buy bank 
drafts instead of using bank checks, 
many would buy post office money orders 
which are often cheaper than drafts. 

10. Practically all of the machinery 
set up for the clearance of checks is 
provided by the par banks many of 
whom are asked to collect fees from 
their customers to send to non-par banks. 


Farmer Co-operation 


More Food Without Speculative 
Expansion , 
On page 310, July, 1943 issue 


FOOD GOALS AND HOW THEY 
CAN BE MET 


The Goal 

1. Three billion extra pounds of pork, 
which will require fifteen million more 
200-pound hogs. 

2. Two billion extra pounds of milk. 

3. Eight hundred eighty-two million 
extra pounds of chicken meat. 

4. Seventy-five million extra pounds 
of turkey meat. 


The Method 

1. (a) Careful sanitation to prevent 
infection with large round-worms which 
make hogs eat 40% more feed to reach 
market weight. 

(b) Reduce by 50% the loss of baby 
pigs. 

2. Feed 40% of heifer calves on dry 
feed and save the milk for human use. 

(b) Feed dry cows to put on 50 pounds 
of extra condition. . 

3. Feed breeding chickens more scien- 
tifically and enough more eggs will hatch 
to give the added meat. 

4. Proper care and feeding of turkey 
hens will give the increased production. 
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Improved Check Forms 


Fewer Errors And More Checks 
Per Minute 
On page 300, July, 1943 issue 


SEVEN IMPROVEMENTS IN 
THE NEW CHECK FORM 


1. The check number is moved from 
the upper right-hand corner, where there 
that it is less likely to be confused with 
the amount, to the lower left-hand corner. 


2. The date is moved to the left so 
that is it less likely to be confused with 
the amount. 


3. The name of the bank is moved to 
the top of the check which facilitates 
sorting. 


4. The transit number is moved to the 
upper right-hand corner where it is 
quickly seen by the transit clerk. 


5. A space is allowed for entering the 
number of cents to avoid the necessity 
of writing cents as a fraction of a 
dollar. 


6. The final result of this rearrange- 
ment is that no figures are easily con- 
fused and all of the information needed 
by sorters, listers, and bookkeepers is 
on the right-hand side of the check. 


7. Advertising lines are neat and can- 
not be confused in any way with infor- 
mation needed by the operating person- 
nel. 


Loans 


Syndicated Loans Increase Income 
For Small Banks 


On page 298, July, 1943 issue 


TYPES OF LOANS SHARED WITH 
OTHER BANKS BY THE BANKS 
REPORTING HERE 


1. Livestock. 


. Real estate. 


bo 


. Coal-bearing lands. 
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. Woodworking industries. 


. Textile mills. 


on 


6. Poultry marketing co-operative. 

7. Contractor who built an army camp. 

8. Contractor who built an office build- 
ing. 


Large Market For Loans Now And 
The Day After V-Day 
On page 442, October, 1943 issue 


SIZE OF PROSPECTIVE LOANS 


% Of Total Amount 
28% $ 100 or less 
18% 101- 200 
14% 201- 300 
20% 301- 500 
6% 501- 750 
6% 751- 1,000 
3% 1,001- 1,500 
2% 1,501- 2,000 
3% Over 2,000 


FARM REPAIRS AND 
IMPROVEMENTS CONTEMPLATED 


No. Of 

Farm 

Owners Work To Be Done 
452,000 Build Outbuildings 
386,000 Repair Barns 

338,000 Repair Outbuildings 
266,000 Build New Barns 

266,000 Build or Repair Fences 
161,000 Other Repairs 

147,000 Repair Tenant Houses 
105,000 Paint Buildings 
87,000 Build New Tenant Houses 

2,800,000 Miscellaneous Improvements 


HOW HOME OWNERS WILL 
IMPROVE PROPERTIES 


No. Of 
Home 
Owners Work To Be Done 
2,670,000 Paint Exterior 
1,150,000 New Roof 
1,040,000 Decorate Interior 
592,000 Modernize Kitchen 
512,000 Add Rooms 
496,000 New Bathrooms 
464,000 New Porches 
416,000 New Heating Equipment 
416,000 Renovate Bathrooms 
272,000 Make Repairs 
240,000 New Plumbing 


Money Orders 


We Sell 6,000 Money Orders Each 
Month At 15 Cents Each 
On page 462, October, 1943 issue 


SIX POINTS IN THIS SUCCESSFUL 
MONEY-ORDER PLAN 


1. Money orders are offered to those 
who have no bank account. 

2. About 6,000 are sold each month at 
a minimum of 15 cents each. 

3. Sales are promoted by regular ad- 
vertising. 

4. Better service is given than is ob- 
tainable at the post office. 

5. Three tellers issue money orders 
regularly and additional tellers are 
available when needed. 

6. A carbon snap-out form is used to 
save time and insure accuracy. 


New Business 


700 New Checking Accounts Opened 
In 106 Days 
On page 302, July, 1943 issue 


NINE STEPS IN THE SELLING 
PROGRAM 


1. The no-minimum-balance account 
was renamed ‘‘Personal Checking Ac- 
eount Plan.’’ 

2. Attractive checks and wallet type 
covers were provided. 

3. A sheet of instructions on the 
proper way to write checks was inserted 
in each filler. 

4. A meeting of employees was ad- 
dressed by a representative of the check 
printing company. 

5. On the next day, an advertisement 
oceupied half a page in the newspaper. 

6. A publicity story was carried in the 
news columns, 
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7. On the same day, advertisements 
appeared on billboards. 

8. Lobby display cards described the 
new accounts. 

9. On the following day a radio an- 
nouncement explained the whole plan. 


Personnel 


Every Bank Employee Must Know 
Negotiable Instruments 


On page 389, September, 1943 issue 


SOME COMMON NON-NEGOTIABLE 
INSTRUMENTS 


1. Post office money order. 

2. An order to a bank to pay a stated 
amount to a named person but not 
containing the additional words ‘‘to 
the order of’’ or ‘‘to bearer.’’ 

3. Notes not made payable ‘‘to the 
order of.’’ 

4. Bonds made 
named payees. 

5. Any document labeled ‘‘non-nego- 
tiable.’’ 

6. Express money orders not made 
payable ‘‘to the order of’’ or ‘‘to 
bearer.’’ 

7. Bank money 
payable 
bearer.’’ 

8. Letters of Credit. 

9. Drafts payable only to a named 
payee or conditioned on some event such 
as the arrival of goods consigned to the 
payee. 

10. Straight bill of lading. 


NON-NEGOTIABLE CONDITIONAL 
PROMISES TO PAY 


payable only to 


orders not made 
**to the order of’’ or ‘‘to 


1, ‘‘If and when he delivers a corn 
binder to me, I promise to pay John 
Doe $200.’’ 

2. ‘*When he has completed a fourth 
of the house he is building for me, I 
promise to pay John Doe, $3,000.’’ 

3. ‘I promise to pay John Doe $500 
when I have sold my corn crop.’’ 

4. ‘*When she is 18 years old, I 
promise to pay Mary Doe, $1,000.’’ 


SOME COMMON NEGOTIABLE 
INSTRUMENTS 


1, Check payable ‘‘to bearer’’ or ‘‘to 
the order of.’’ 

2. Draft payable ‘‘to the order of’’ 
or ‘‘to bearer.’’ 

3. Customer’s note payable ‘‘to the 
order of.’’ 

4. Bond made payable ‘‘to bearer’’ 
or ‘‘to the order of.’’ : 

5. U. 8. Currency (It is all payable 
**to bearer’’). 

6. Bank acceptance if payable ‘‘to 
bearer’’ or ‘‘to the order of.’’ 

7. Trade acceptance if payable ‘‘to 
bearer’’ or ‘‘to the order of.’’ 

8. Bill of Exchange. 

9. Order bill of lading. 

10. Any written unconditional order 
or promise to pay to the bearer or to 
the order of a clearly named payee a 
specified sum of money on demand or 
at a stated time, if signed by the maker. 
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‘*Lord: Send Us More Bookkeepers!’’ 
On page 487, November, 1943 issue 


IDEAS THAT HAVE BEEN HELPFUL 
IN THE BOOKKEEPING 
EMERGENCY 


1. Several new bookkeepers are put 
into training before they are needed. 

2. A few general utility workers are 
trained in all types of bank work so 
they will be ready to fill in wherever 
needed. 

3. Married women who were book- 
keepers in former years are called back 
into service. 

4. Older experienced men in other 
parts of the bank are asked to work 
overtime three nights a week to do the 
posting; another employee works over- 
time for the other three nights. 

5. Deposits are posted at one run, and 
debits at a later run. This plan has 
several advantages. 

6. Today’s clearings and yesterday’s 
counter items are posted together under 
yesterday’s date. - 

7. Only one posting a day is made, 
and thus the work is done with less help. 

8. One bank is asking each wife of a 
husband-and-wife joint account to sign 
her husband’s name with ‘‘Mrs.’’ before 
it so that new employees will select the 
right account more easily. 

9. Another bank is asking more de- 
positors to use printed checks with the 
account name printed above the signa- 
ture line; then new employees can select 
the right account more easily than if 
they had to depend on the written 
signature. 


Proof of Deposits 


Proof Machine Aids Audit And Saves 
Much Operating Time 
On page 447, October, 1943 issue 


TEN BENEFITS FROM THIS 
CENTRAL PROOF MACHINE 


1. It guards against the temptation 
to manipulate accounts for personal 
benefit. 

2. It sets up controls for tellers, book- 
keepers, and transit clerks. 

3. One operator proves, lists, sorts, 
and endorses 1,000 items per hour. 

4. It provides a master tape of all 
work going through central proof. 

5. It provides tapes for the book- 
keepers, against which they may prove 
their posting. 

6. It provides carbon tapes which are 
pasted on transit letters and thus avoids 
the writing of those letters separately. 

7. Errors are quickly spotted because 
the master tape shows the items-in the 
order listed on the deposit ticket. 

8. Sorts are automatically made to: 
clearing banks, cash, bookkeepers, and 
each correspondent. 

9. If the operator makes an error in 
feeding the check into the pockets, she 
receives a signal. 

10. The operator keeps up a continuous 
proof; any department needing work, 
ean get it at any time. 


Protective 


Let’s Prevent A New Crime Wave 
Before It Starts 
On page 348, August, 1943 issue 


WHAT LOCAL BANKERS CAN DO 
TO FORESTALL A CRIME WAVE 


1. Insist on an efficient police de- 
partment. 

2. Urge rigid law enforcement. 

3. Instruct employees in the impor- 
tance of finger prints in crime detection. 


FIVE REQUISITES FOR AN 
EFFICIENT POLICE DEPARTMENT 


1. Police must be separated from 
polities if they are to be efficient. 

2. Police must be selected for their 
ability in this specialized work, and 
must then be given full authority to act. 

3. Police officers must be adequately 
trained, and the training should be con- 
tinued to keep officers prepared to handle 
changing situations. 

4. Promotions must be made on merit 
—entirely without political considera- 
tion. 

5. The existence of civil service laws 
give no assurance that the police arte 
free from politics. 


The FBI As An Aid To The Banker 
On page 439, October, 1943 issue 


WHAT EMPLOYEES SHOULD BE 
TOLD BEFORE A HOLDUP OCCURS 


1. Don’t run the risk of being killed 
by trying to thwart the robbers. 

2. Take a good look at each bandit 
and note the following: 

a. Color of eyes f. Build 

b. Color of hair g. Accent 

ce. Complexion h. Mannerisms 
d. Height j. Style of dress 
e. Weight 

3. Take particular notice of any pecu- 
liarities in operation or in personal ap- 
pearance. 

4. Take note of the type of weapons 
and try to guess at the caliber of each. 

5. Be especially careful to notice where 
different bandits touch the counter or 
rail for there may be useful fingerprints 
made. 

6. After the bandits leave, notify the 
nearest F.B.I. office. 

7. Keep out all customers until finger 
prints are taken. 

8. Notify local officers. 

9. Every employee should write all of 
his observations before he discusses 
them with anyone else. 

10. Get a description and the license 
number of the bandit’s car if possible. 


Defalcations? Tell The F.B.I. 
On page 489, November, 1943 issue 


WHAT TO DO TO AVOID 
DEFALCATIONS 


1. Familiarize yourself with the 
standard of living of each employee and 
if it is above that justified by the salary, 
make an investigation. 

2. Closely supervise every part of the 
bank work 

(Continued on page 26) 
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. but just another job for RELORDAK 


ys as you in banks well 
know, War Bonds are the 
biggest single financial under- 
taking in history. 

And perhaps you'd like to 
know also that an old friend, 
Recordak, is in this big job too. 

In a huge Treasury Depart- 
ment Office in Chicago, the mil- 
lions of bonds sold each month 
(there’ll be more this month be- 
cause the 4th War Loan Drive is 
on) are recorded on cards. 


Bond Purchasers Protected 
—Photographically 

The cards are sorted numeri- 
cally ... and then microfilmed, 
creating a numerical register of 
bond purchasers. Later on, the 
cards are sorted again . . . this 
time alphabetically—and again 
microfilmed, establishing an al- 
phabetic register. In this enor- 
mous task Recordak contributes 
its full share. 

Then the cards themselves will 


be destroyed. The only records 
retained will be the two micro- 
film records. 

It a bond is lost or stolen or 
destroyed, and the owner has a 
record of the number, his mon- 
ey’s safe. And even if he hasn't 
the number, it’s still safe. There’s 
that alphabetic record. 

But actually the protection goes 
much farther than this cross- 
entry by name and number. 


Recordak Accuracy 
and Protection 

As you know, a Recordak file 
is complete and completely ac- 
curate—transcription errors are 
impossible. It is also tamper- 
proof; no altering a photograph 
without detection. And abstrac- 
tion-proof; no surreptitiously 
slipping out an individual item 
from a reel of film that’s all in 
one piece. 

Most important of all, perhaps 
—when the bond register is trans- 


ferred from cards to Recordak 
Microfilm, the records become 
small and compact enough to be 
given vault storage—where, of 
course, they are absolutely safe 
from fire and theft. 

Obviously, when the owner of 
a lost, stolen, or destroyed bond 
turns up at the window with a 
worried “What do I do now?”... 
these complete and accurate 
bond-registers-on-film will make 
things a lot easier for you. ... 
Recordak Corporation, Subsidi- 
ary of Eastman Kodak Co., 350 
Madison Ave., New York, N. Y. 





3. If it appears that any employee has 
taken bank money, notify the nearest 
office of the Federal Bureau of Investi- 
gation. 


How One Bank Is Protected Against 
Daylight Holdup 
On page 542, December, 1943 issue 


FIVE FEATURES OF THIS 
INSTALLATION 


1. The largest part of the bank’s 
money and securities is kept in a money 
area which cannot be entered from the 
outside. 

2. Two tellers’ cages are included in 
this money area and doors without locks 
lead from these cages into a bullet-proof 
room ealled a Gate Citadel. 

3. The surplus money is kept in a safe 
in a bullet-proof day vault which is a 
part of the Gate Citadel. 

4. Entrance to the money area can be 
had only when one of the tellers goes 
into the Gate Citadel, out-of-sight of the 
bandits and perfectly protected against 
their firearms. 

5. If he should feel that he must open 
door A to admit the bandits, he can 
first close the door to the day vault by 
pressing a button, he can send a silent 
alarm to police, and he ean ‘‘get the 
drop’’ on the bandits through a porthole 
in the bullet-proof door A. 


Public Relations 


How A Bank Can Influence People 
On page 535, December, 1943 issue 


EIGHT FEATURES OF BANK 
PUBLIC RELATIONS 


1. Public relations must begin in the 
bank. Time, money, and effort spent on 
advertising and publicity can be nullified 
by an impatient officer or an indifferent 
window employee. 

2. The fundamental basis of good 
bank public relations is good service and 
good service is not rendered by dissatis- 
fied employees. 

3. Advertising can sell the institution 
and its services to the public. 

4. Publicity, in a sense, is free ad- 
vertising but cannot be perfectly con- 
trolled as can paid advertising. 

5. What people read can form or 
change their opinions regarding your 
bank. 

6. Personal contacts are invaluable 
in selling services and developing good 
will. 

7. Directors, officers, and employees 
should keep the name of their institution 
prominently identified with the business 
and civic interests of the community.” 

8. Every bank should have a complete 
public relations program in order to 
grow and prosper. 


Records 


Bond Sales Facilitated By A Simple 
Card System 
On page 464, October, 1943 issue 


SIX BENEFITS FROM THIS SIMPLE 
CARD SYSTEM 


1. The purchaser’s complete name and 
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address is on file and need not be re- 
quested at each transaction. 

2. The name of co-owners or bene- 
ficiary is quickly available. 

3. The total bonds purchased may be 
checked at any time so that a customer 
may be asked to purchase a different 
series if he is approaching the limit. 

4. If a person loses his bonds the bank 
can supply the numbers necessary to 
apply for a re-issue. 

5. This card is a confidential record 
and may not be seen by anyone outside 


the bank other than the purchaser him- 
self. 


6. There is little likelihood of spoiled 
bonds because of misspelled names. 


Return Items 


Eliminate Protest 
On page 452, October, 1943 issue 


DISADVANTAGES OF FORCED 
PROTEST 


1. It adds to the amount of indebted- 
ness due to the holder of the check. 


2. It is of no value to the holder of 
the check unless he intends to sue the 
drawer or endorser, which is probably 
not done in even a fraction of one per 
cent of the cases. 


3. The charges irritate the customer 
who has no need of the protest and he 
blames the procedure on his bank which, 
of course, did not impose the fee. 


4. Often banks feel it necessary to 
pay the protest fees rather than allow 
the customer to become irritated. 


5. It wastes much time for every bank 
in the country in which all dishonored 
checks must be examined to determine 
whether protest is necessary. One banker 
writes: ‘‘I do not believe that examina- 
tion is the rule. The custom is to protest 
all items regardless of necessity.’? 


6. It adds to the expense of banking 
without providing a compensating in- 
come (The law does not allow a bank 
to retain protest fees). 


THERE IS GREAT LACK OF 
UNIFORMITY 


1. Only at the place where the check 
is dishonored can protest be legally 
made—but many banks protest the check 
after it is returned from the place of 
dishonor. 


2. Many banks retain the protest fees 
as bank income; this is definitely against 
the law. 


3. Some banks protest items only be- 
cause an endorsement is missing. The 
law provides for protest only because 
of non-acceptance or non-payment and 
while the check is returned unpaid, it 
is for no fault of the maker who will 
be asked to pay the protest fee. 


4. Many banks protest checks and 
return them without informing the 
maker which (while not against the law) 
creates many more protests than would 
be necessary if the maker were given 
an opportunity to deposit enough to pay 
the check. 


Eliminate Unnecessary Wires On 
Returned Items 


On page 541, December, 1943 issue 


NINE REASONS FOR ELIMINATING 
UNNECESSARY WIRES 


1. They add unnecessary expense to 
the eustomer’s service charges with no 
money benefit to the bank or to him. 

2. They make extra work for two or 
more banks on each item. 

3. In these days of congested wires, 
the item often arrives at the sending 
bank before the telegram. 

4. The bank should not allow with- 
drawal until collection is actually made 
and this rule should apply even though 
no wire is received; therefore the bank 
gains nothing by requiring a wire. 

5. Customers sometimes refuse to pay 

for wires, except in case of a fraudu- 
lent check, and the bank has the bill to 
ay. 
; 6. It is doubtful whether the bank or 
the customer has any better legal stand- 
ing by knowing of the non-payment a 
day or two sooner. 

7. In the majority of cases, there are 
several wires on one item when one 
would serve. 

8. It is questionable whether banks 
have the right to charge the cost of 
telegraphic advice to customers who do 
not ask for the service. 

9. If the telegram is unnecessary, it 
is a waste and waste is unjustifiable. 


Credit Managers Favor a No-Protest 
Plan 


On page 546, December, 1943 issue 


WHAT SOME CORPORATION 
CREDIT MANAGERS SAY 


1. Protest serves no purpose and is 
only an increased expense and annoy- 
ance. 

2. We believe that protest has a cer- 
tain influence on the maker of a dis- 
honored check. 

3. In practically all cases in protests 
we have received, protest was not neces- 
sary. : 

4. Protesting of checks is seldom 
necessary but the protesting of accep- 
tances has been of some value. 

5. We stamp all checks ‘‘N.P.’’ and 
believe that protesting is seldom justified. 

6. We believe that the few protests 
on checks are of value to us. 

7. We do not feel that the protesting 
of N.S.F. checks is necessary. 

8. We have found protest fees to be 
excessive. 

9. We are not interested in having 
ehecks protested unless we specifically 
request it. 


Safekeeping 


Two Forms Supply Safekeeping Records 
On page 318, July, 1943 issue 


VALUABLE FEATURES OF THIS 
PLAN 


1. A non-negotiable receipt is issued 
to the owner of the bonds and a carbon 
copy is kept by the bank. 

2. A safekeeping register is set up for 
each account and the customer affixes his 
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signature to it. 

3. When bonds are withdrawn, the 
customer signs the register again to 
certify the correctness of the account. 

4. The bonds are stored alphabetically 
in a vertical letter file in the money 
transit vault. 


Service Charges 


Service Charges Benefit Wisconsin Banks 
On page 293, July, 1943 issue 


RESULTS OF THE SERVICE 
CHARGE PLAN 


1. On April 1, 1943, 83% of all Wis 
consin banks were using the state sched- 
ule, some charging higher rates. 

2. In 1935, the percent of service 
charges to gross earnings was 4.8. 


3. In 1942, the percentage had risen 
to 10.39. 


Complicated Schedules Increase 
Analysis Costs 


On page 394, September, 1943 issue 


[ITEMS THAT COMPLICATE SERVICE 
CHARGE SCHEDULES 


1. Charges for float 


a. It is almost impossible for a customer 
to audit a float charge. b. It requires 
more training for clerks to compute 
charges on the basis of the number of 
days required to clear each item. ¢. Cus 
tomers having large numbers of items 
drawn on distant banks can be trained 
to carry balances large enough to avoid 
all possibility of drawing against un- 
collected funds. 

2. Credits computed on average bal 
ances instead of on the lowest balance. 
a. As many as 27 balances will have to 
be added, and the total divided by the 
number of balances to get the average. 
b. The lowest balance can be seen almost 
at a glance. 

3. A schedule in which the charge per 
item is different for each $10 difference 
in balance up to $300. 


a. The schedule is so complicated that 
an extensive table must be used to com- 
pute the charge and another for the 
eustomer to audit the charge. b. In this 
system, as many as 30 different fees 
are charged (according to balance) for 
the same number of checks written. 

4. Exceptions from the general fee 
made because of number of items or 
size of balance. 


a. The simplest way to make allowance 
for size of balance is to give a uniform 
credit on all balances. b. If debit items 
are charged for at 4 cents each in 
amounts under 100 and 3 cents each in 
amounts over 100, extra time is required 
for the bank to compute the fee and 
for the customer to audit the charge. 


5. Exemptjons made for certain cus- 
tomers and for charitable and public in- 
stitutions. 


a. Bookkeepers and analysis clerks are 
confused and so make mistakes in com- 
puting charges. 

6. Charges on transit items excepting 
those drawn on a certain list of cities. 


January, 1944 





HERE’s nothing like a letter to 

cheer your relatives and friends in 
the service. And nothing like V-Mail 
to get your letters overseas fast. Even 
the opening of V-Mail letters for pho- 
tographing is done with speed—up to 
500 a minute on our electric Letter 
Opener. 

The Letter Opener is but one ma- 
chine in our complete line of mail- 
handling equipment which, in busy 
wartime offices everywhere, is saving 
manpower, speeding production, and 
relieving overburdened post offices by 
expediting the flow of mail. 

When peacetime comes, speed will 
continue to be the watchword—in a 
new, faster-moving business world. 
And the postwar mailroom will be 
“the heart of every office” —it will set 
the pace for other departments—keep 
things on the move right down the 
line. Plan now for your postwar mail- 


room with the aid of a ComMERCIAL 
Controts mailroom specialist. 

Our factories today are making .30 
caliber M-1 Carbines for the Armed 
Forces—after Victory, equipment for 
Complete Mailroom Service will again 
be in production. 


Metered Maii Systems . . . Postal and Parcel 
Post Scales . . . Letter Openers . . . Envelope 
Sealers . . . Multipost Stamp Affixers . . . 
Mailroom Equipment. (Many units available.) 


COMMERCIAL 
CONTROLS 











a. Analysis clerk must do extra sorting. 
b. Service fees are reduced. 


FOURTEEN COMPUTATIONS 
NECESSARY IN SOME SCHEDULES 


1. Monthly flat charge set down. 

2. Free checks deducted. 

3. Fee for extra checks computed. 

4. Fee for clearing house checks 
deposited. 

5. Fee for extra transit checks de- 
posited. 

6. Fee for deposits made. 

7. Fee for currency deposited. 

8. Fee for coins deposited. 

9. Fee for change supplied. 

10. Determination of average balance. 

11. Deduction of reserve from aver- 
age balance. 

12. Computation of earnings, 

13. Computation of gross charges. 

14. Computation of net charges. 


This Employer Pays Service Fees 
For Employee Checking Accounts 
On page 898, September, 1943 issue 


HOW THE PLAN WORKS 

1. The employer tells employees that 
he will pay the service fees on 10 checks 
per month on all who will use a joint 
checking account. 

2. He mails a list of employees and 
the amount to be credited to each ac- 
count to the bank with one check to 
cover the aggregate amount. 

3. He pays the bank a guaranteed 
fee each month on each account (the 
fee for ten checks), whether ten checks 
are actually used or not. 


BENEFITS OF THE PLAN 
A. To The Bank 

1. More new accounts are secured at 
less cost. 

2. Less time 
service charges. 

3. In some cases, a larger fee per 
account can be secured. 

4. Increased activity in other cases 
increases charges. 

5. The account mortality rate will be 
lowered. 

6. It reduces peak loads on paydays. 


required to compute 


B. To The Employer 

1. There is no necessity for tardiness 
due to cashing checks. 

2, There is increased employee satis- 
faction and so less turnover of help. 

3. There is less absenteeism resulting 
from the spending of a large part of 
the pay check in the saloon where it 
is cashed. 

4. It costs less than to pay in cash. 


C. To The Employee 

1. His checking account costs him 
little if anything. 

2. He saves the time necessary to pay 
bills in cash. 

3. It costs him nothing to cash his 
paycheck whereas uncontrolled places 
may charge anywhere from 25 cents to 
a dollar per check. 

4. Money is available to the wife 
earlier on payday, for the accounts are 
usually joint accounts. 

5. Family relations are improved be- 
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cause the wife knows that the whole 
salary will be available each week and 
on time. 


More Money From Service Charges 
On page 445, October, 1943 issue 
A SIMPLIFIED METHOD OF 
COMPUTING SERVICE CHARGES 


1. Count ledger entries. 

2. Compute charges at five cents per 
entry. 

3. Set down lowest balance. 

4, Compute credit allowance at .1%. 

5. Deduct credit from charge and get 
net charge. 


RECENT IMPROVEMENTS IN 
SERVICE CHARGE SCHEDULES 


1. Earning credits are allowed only on 
the lowest balance of the month and not 
on the average balance. 

Benefits: a. Less time is needed to 
compute the charge. 

b. The bank’s earnings from charges 
are larger. 

2. Credits not offset by charges are not 
carried over to the next month. 

Benefits: a Less computing time 
needed. 
b. Charges are increased. 

3. A uniform check charge of 5 cents 
or ten cents per check is made on all 
accounts, the larger accounts benefiting 
from greater credits because of larger 
free balances. 

Benefits: a. New employees have no 
complicated schedule to learn. 
b. Charges can be computed men- 
tally. 
c. There are no explanations to cus- 
tomers needed to justify differences 
in schedules for accounts of differ- 
ent kinds. 
d. No-minimum balance accounts 
need not be segregated but can be 
placed alphabetically in the books 
with commercial customers. 

* * * 

When these three features make up 
the service charge program of a bank, 
the computing cost is greatly. reduced 
and the income materially increased; yet 
the customer is better satisfied to pay 
the fee because he can easily audit the 
charge. 


**Give No Credit On Balances!’’ 
On page 536, December, 1943 issue 


DOES YOUR BANK PAY MORE FOR 
DEPOSITS THAN IT EARNS? 


1. If you allow 30 cents per $100 of de- 
posits as a credit to offset charges, you 
are paying 5.4% on the loanable balance. 
Are you earning an average of 5.4% on 
all the loanable funds in your bank? 

2. If you allow 10 cents per $100, you 
are paying 1.8% per year for all loanable 
funds. Do your government bonds aver- 
age enough to guarantee you that much 
on all loanable funds? 

3. Some time ago, the Federal Reserve 
Board ruled that member banks must not 
pay interest on demand deposits. If you 
allow a credit on balances, isn’t that, in 
effect, interest on demand deposits? 

Demand deposits cannot be worth more 
than the current income from imme- 





diately convertible governments. That is 
such a small amount that it should be 
kept by the bank and not allowed to the 
depositor to offset his charges. 

Bank employees spend many hours per 
month computing a charge which may 
then be offset by the erroneous ‘‘ Earning 
Credit.’’ Who pays for that work from 
which no income can be secured? 


A Service Charge Schedule Used In 
West Virginia 
On page 538, December, 1943 issue 


HOW THIS SCHEDULE MIGHT BE 
FURTHER SIMPLIFIED 


1. Eliminate the service credit entirely. 

2. Eliminate the maintenance charge 
and increase the per-item charge. 

3. Have one flat charge (say five cents) 
for all types of items, no matter how 
many are handled—no matter on what 
bank they are drawn. 

4, Charge the same price per item de- 
posited as for checks written against the 
account. 

5. Make the charge, no matter how 
small. 

6. Let every account stand on its own 
feet—don’t offer to combine balances 
for computing charges. 

7. Eliminate a special analysis by 
charging an adequate fee for all checks 
handled. 


A Service Charge Schedule Employees 
Couldn’t Explain 
On page 540, December, 1943 issue 


HOW THIS SCHEDULE MIGHT BE 
FURTHER SIMPLIFIED 


1. Make the per-item charge the same 
no matter what the balance. 

2. Eliminate special analysis for active 
accounts. 

3. Eliminate special ‘‘ Pay-as-you-go ac- 
counts—then separate ledgers would not 
be needed. 

4, Eliminate the credit of 10 cents per 
$100 balance. 


Stockroom 


A Tested Stockroom Plan 
On page 490, November, 1943 issue 


SEVEN HELPFUL RULES FOR 
STOCK KEEPING 


1. A stockroom should have good light 
and ventilation. 

2. The supplies should be kept in dust- 
proof packages. 

3. If less than a package is requisi- 
tioned, the package should be slit with a 
knife so that the supplies remaining will 
not be exposed to the dust. 

4. A file or scrapbook of sample forms 
makes it easy to locate the place on the 
shelves where the form is to be found. 

5. A special label should be placed 
with each item to indicate whether there 
is a surplus in the storage .room so that 
a re-order will not be placed too soon. 

6. A signed order should be on file for 
each form discarded so that there can be 
no doubt as to the authority for the de- 
struction of surplus. 

7. When a binder is sent to the stock- 
room to be stored, the contents should 
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be removed, packaged, and stored, and 
the binder wrapped, labeled, and placed 
on the shelf for future use. 


Transit Work 


An Improved Transit System 
On pages 306 and 307, July, 1943 issue 


SIX STEPS IN THE ROUTINE 


1. Each deposit slip and each check is 
stamped with a number which identifies 
the depositor. 

2. A cashed check is assigned a num- 
ber and the name of the last endorser 
and the assigned number is recorded on 
a ‘‘eashed item ticket.’’ 

3. The transit items are entered on a 
remittance sheet, listing the amount the 
transit number of the bank on which the 
item is drawn, and’ the identification 
number assigned at the window. 

4. The same form is used for checks 
to be cleared at the other bank in Har- 
vard. 

5. Deposit tickets and cashed item 
tickets for each day are filed together. 

6. If a check must be traced to the 
depositor, only one day’s tickets need be 
looked over and the identification num- 
ber quickly fixes the identity of the de- 
positor or last endorser. 


ADVANTAGES OF THIS TRANSIT 
SYSTEM 


1. The letter is written on an old re- 
modeled posting machine—no new equip- 
ment is needed. 


2. Only three numbers are entered on 
the remittance sheet. 

3. The items can be listed rapidly. 

4. There is no writing and no typewrit- 
ten information necessary. 

5. If any item is lost or needs to be 
identified for any other reason, it can be 
found quickly, by going through only 
one small package of deposit tickets. 


WHAT THE TRANSIT’ LETTER 
SHOWS 


1. The date items were received at the 
bank. 


2. The bank to which they are sent 
for clearing. 


3. The amount of each item. 
4. The transit number of the bank on 
which each check is drawn. 


5. The special number which identifies 
the last endorser. 


Opportunities Are Near 
For Loans To Manufacturers 


(Continued from page 10) 
and extent of purchase commit- 
ments, c. manpower, d. maximum 
use of facilities and/or reduction of 
overhead, e. proper financing and 
payment of obligations maturing 
during the year, f. profit margin. 

American bankers can and should 
be helpful in assisting depositors 
and clients, not by waiting for the 
problems to be presented “in due 
course” at the banking house but 
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Nation-wide 
Contacts 


Built up over a period of 80 years 
of service to correspondent banks, 
the nation-wide contacts of The 
First National of Chicago assure 
prompt efficient handling of all 
bank-to-bank services. 


Your account is invited. 


The First National Bank 
of Chicago 


Building with Chicago since 1863 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


by searching for them and thereby 
possibly opening the way to some 
profitable banking business. Bank- 
ers with foresight are working on 
plans with the hope that a solution 
can be found and a sound financing 
plan ready when required. If busi- 
ness and banking managements fail 
to solve the problems of business, 
we will be forced further along the 
road of state socialism by additional 
government financing of business. 


Four Facts To Remember 
About Profits 


1. Profits consist of money earned 


over and above all items of expense 
including depreciation and obso- 
lescence. 


2. Money required for deprecia- 
tion or obsolescense does not con- 
stitute profit. 


3. Dividends paid at the expense 
of plant deterioration do not con- 
stitute profit. 


4. Sales, price, cost, and the 
nature of the product, each have a 
bearing upon profits; but profits 
cannot be increased by attacking 
any one of these independently of 
the others. 








Loans Increased And 
Quality Improved By Visits 
With Farmers And Dealers 


(Continued from page 18) 


tion from a trip he made with his 
local feed dealer to the experimen- 
tal farm maintained by a feed 
manufacturer. His letter is interest- 
ing and points the way which may 
be followed by others. His letter 
follows: 

It was my good fortune to visit 
the experimental farm of one of the 
largest producers of farm feeds in 
company with a number of bankers. 
While I was raised on the farm and 
actually farmed until I completed 
high school, this trip showed me 
very plainly what has been and can 
be done by experiment and the 
keeping of records with a view to 
improving the profits from live- 
stock and poultry. It was then that 
I began to compare the work done 
by experimenters with what could 
be done at home and on the average 
farm in this county. 

After spending a day at the ex- 
perimental farm and pestering my 
friend, Gene Fields, the feed dealer 
in Dickson, with questions all the 
way home the following day, I de- 
cided to pass the information I was 
learning on to our customers and 
to spend my spare time helping the 
farmers start this program. 

First, I let the farmer know that 
I am in no way connected with the 
feed company and am not profiting 
from the sale of feeds. I have 
learned, and am trying to convince 
the other fellow, that there is just 
as much in management, breeding, 
and sanitation as there is in the 
proper feed. When and where I was 
able to put this idea over, my man 
usually became interested. 

There is one case in particular of 
a poor man who is bent double with 
rheumatism and unable to do his 
own work. He has a small farm and 
a large family. This man had on 
hand about 50 hogs of all kinds 
and sizes and all were thin and 
showed evidence of not having any 
care whatever. I talked with him 
on his farm and planned what was 
best for his case. He agreed to fol- 
low our suggestions while feeding 
out one bunch of hogs. 

He did not have a dollar in cash 
and everything was under mort- 
gage. I had a blank note with me 
and made it out for $37 and had 
him and his wife sign it. He used 
this to buy worm capsules and hog 
chow. I came home and arranged 
with our dealer to deliver this feed 
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and to worm his hogs. I went along 
and caught and held the hogs while 
the other fellow wormed them. Be- 
lieve me, I worked up a country 
sweat the like of which I had not 
known for 20 years. Today that 
man is the best booster of scien- 
tific feed and the Farmers and Mer- 
chants Bank of any man in his com- 
munity. 

Last spring I used the bank’s 
money to purchase two white-face 
calves. I placed them with a farmer 
two miles from town who had a 
reasonably good pasture and whom 
I knew to be reliable. We kept an 
accurate record of everything in 
connection with these calves and 
made a fair profit in spite of the 
drouth that practically destroyed 
all pasture. This publicity did much 
for our bank in showing the farmers 
that we are interested in better 
livestock and its care. As a result, 
we have made several nice cattle 
loans. 

It is now a common occurrence to 
have a farmer—old or young—come 
in and talk over with us his par- 
ticular problem. We usually try to 
visit his farm and go over his plans 
with him, helping to work out a 
program that will enable him to 
make more from livestock. If a man 
will show us that he is willing to 
carry out the program we recom- 
mend, we are always glad to finance 
him, even though he could not show 
a financial statement that would 
justify any line of credit. We are 
glad to say that there has not yet 
been a case in which we lost a dollar 
and in which the farmer customer 
did not appreciate our help. 

—o— 
Lobby Displays Stimulate Business 

A lobby display made friends for 
a Montana banker, A. W. Johnson, 
president, The National Bank of 
Lewistown, Lewistown, Mont. He 
wrote: 

We have discovered that there 
are some things which the bank 
can do which are of benefit both to 
the dealer and to his farmer cus- 
tomers. This is illustrated by the 
results of a display of livestock 
feeds which we recently placed in 
our lobby in co-operation with the 
Farmers’ Elevator. 

Our customers were interested in 
seeing this display. Many of them 
did not know about these special 
feeds which are available for those 
who raise chickens and livestock of 
all kinds. 

The dealer was also pleased be- 
cause it give him an opportunity to 
display his goods to more people. 
Most everyone has occasion to come 





into a bank, but not all have occa- 
sion to go to a feed store or ele- 
vator. 

While we do not know just how 
many bags of feed, or how many 
brooders or chicks this dealer may 
have sold, we do know from his 
comments and from the comments 
of those who have bought from him 
that this co-operation was appre- 
ciated all around. 

We have used this same space in 
co-operation with many other deal- 
ers. One of our dealers in farm 
equipment was able to get a rubber- 
tired tractor into the lobby, and it 
attracted a great deal of attention 
and helped the dealer to find some 
new customers. 

Our automobile dealers have 
measured the front door of our bank 
many times in the hope that they 
might be able to get an automobile 
inside, but our doors are not wide 
enough. However, even these deal- 
ers appreciate our willingness to 
make such a display, and realize 
that the bank is interested in the 
success of every one of its custom- 
ers. 

We have had more than 15 types 
of displays in our lobby in recent 
months. The feed display was prob- 
ably one of the most effective. 


Correspondent Service 
Appreciated 


The officer of a city bank in Geor- 
gia recently received a letter con- 
taining a check for $25,000. The let- 
ter was from a correspondent in a 
small place, and read something as 
follows: “We have recently made 
a thorough survey of the services 
and help we get from our various 
correspondents. Your bank shows 
up to be the best, because it has 
done more important things for us 
than any other, and I’m therefore 
enclosing a check for $25,000 to in- 
crease our balance that amount.” 


Safe Deposit Rentals 
Collected Through Charges 
Against Checking Accounts 


The annual or semi-annual bill- 
ing work for safe deposit box rentals 
may be reduced somewhat by ob- 
taining previous authority from box 
customers to charge their checking 
accounts when the rentals are due. 
The receipt copy is then stamped 
paid and mailed out in a window 
envelope—O. B. Lovell, comp- 
troller, First National Bank, Madi- 
son, Wis. 
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Each Customer Now 
Carries His Own Box 
From The Vaults 


(Continued from page 17) 


ment which he was then placing 
in the box. His wife, who was a 
joint renter, testified that she had 
access to the box once during the 
interval, but merely placed in the 
box a document which her hus- 
band had given her for that pur- 
pose. 

The bank tried to defend itself 
by proving that both keys to the 
box were given to the customer 
and the bank had no key which 
would open the box—only a Guard 
key. The bank claimed that it op- 
erated its safe deposit vault in the 
same way as other banks of the 
same size, and that the renter had 
periods of forgetfulness during 
which he might have removed the 
currency from the box. 


The attorneys for the renter 
showed that the day door at the 
entrance to the vault was fre- 
quently left open, so that some 
unauthorized person might easily 
enter, 


In this case, the box renter was 
apparently not a crook, but a re- 
spectable citizen who had a re- 
sponsible position. The damaging 
evidence against the bank was that 
the nest of boxes in which this 
renter’s box was located had been 
used in another bank, and some 
person who had access to the box 
in that bank might have made im- 
pressions of the key. 


The bank had to pay’ $10,500 to 
learn that every precaution must 
be taken to make sure that the cus- 
tomer is present in the vault when- 
ever his box is touched, and that 
the box never leaves his sight until 
it is safely locked again in the 
vault. 

Some banks, I understand, are 
now placing signs at the entrance 
to the vault telling customers that 
currency should not be placed in 
the safe deposit box. I don’t know 
whether this is a good thing or not. 
It might work against the bank, 
and I’m afraid that it would not 
serve as any real defense in case 
the bank was sued for the loss of 
currency while the sign was in ex- 
istence. 

The only way that I think of 
that the bank might be protected 
against the loss of currency would 
be to have a part of the contract 
with the customer state specific- 
ally that no currency is to be stored 
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Coming Events 


Cast Their Shadows 
Before Them 


The pattern of the Post War World begins 
to appear in the day-to-day news from 
Washington, London and Moscow—a world 
with new borders, new national and inter- 
national responsibilities and new concepts 
of life, liberty, and the pursuit of happiness. 


For American business there will be larger 
opportunities, wider horizons, and many 
new problems. The Philadelphia National 
is linked with great financial institutions 
at homeand abroad, and when Peace returns 
will be able to offer to its customers efficient 
and experienced world-wide service. 
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in the box, and if it is, it is at the 
owner’s risk. Even then, it is prob- 
ably doubtful as to whether the 
bank would have full protection 
against the claim of a person who 
had stored currency in his box. 

In short, it seems to me that the 
best defense the bank could have, 
is a hard and fast rule that no 
employee of the bank is ever to 
touch a renter’s box, unless the 
renter is with him and can see what 
he does. Even then, I think it is 
best to require the renter to carry 
his own box—to take it from the 
vault and to place it back in place 
in its compartment. When we can 





prove that that is our unchanging 
rule, we then have some defense 
in court. 


Against Universal Protest 


The assistant secretary of an 
Iowa manufacturer says: 

Our preference is that checks not 
be protested as it is very seldom 
that we would have occasion to 
benefit by such action, and it always 
adds an unnecessary expense and is 
likely to create ill will-and we can 
see no special benefit to be derived 
from it. 
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“Eliminate Protest” 
The No. 1 Article 


In going over the October num- 
ber one of the outstanding articles 
in my opinion is the one entitled 
“Eliminate Protest.” You have a 
fine idea regarding this and I hope 
something can be worked out to 
relieve the numerous problems in- 
cidental to this method of handling 
checks unpaid for one reason or an- 
other.—R. A. Bezoier, Vice Presi- 
dent and Cashier, The First Na- 
tional Bank, Rochester, Minn. 


FIRE PREVENTION 
HELPS 
BUSINESS 
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TIME TRIED & FIRE TESTED 


After-Hour Consultations 


Because the bank closes at an 
early hour, many businessmen get 
the idea that no one is allowed to 
enter, whereas after-hour consul- 
tations are often the best due to the 
fact that there are fewer people 
around, and businessmen are more 
willing to discuss their business 
frankly than when they are afraid 
they may be overheard. 


Businessmen are invited to make ap- 
pointments for after hours. 


In order to encourage business 
after banking hours, one bank posts 
a sign at the entrance as shown in 
the photograph reproduced here- 
with. Local businessmen call on the 
telephone for appointments, or 
make the appointments when they 
are in the bank for some other pur- 
pose. They soon learn that an of- 
ficer is stationed at the door after 
closing hours and will let them in 
if they want to see someone even 
though they do not have an ap- 
pointment. The sign, however, 
encourages these after-hour ap- 
pointments. 


How To Improve The Routine 
Of Each Job 


Analyze each job by reviewing 
each employee’s daily work, and 
judge the importance of the work 
being performed; also the price paid. 

The average employee will not 
resent being questioned about his 
daily work in minute detail if prop- 
erly approached. Invariably, it is 


possible to point out some short- 
cut, some change in method, or some 
elimination of non-essential duties 
which the employee himself will 
welcome very much, and will co- 
operate in to the fullest extent. 

Discuss with him the nature of his 
work and timing of the different 
duties performed in a typical day. 
Ask him for his suggestions on how 
to perform a better day’s work. Find 
out the obstacles he is confronted 
with, and remove them if possible. 

In order to adequately check for 
efficiency, we must time certain of 
the routine operations; then we are 
in position to set standards for out- 
put and ‘finish’ time. Periodically, 
the taking of time sheets from cer- 
tain employees to find out accu- 
rately how much time each one 
spends on every type of work, will 
be very revealing. 

We cannot shy away from the idea 
of “efficiency” in our shops, for that 
is the very crux of the whole thing. 
We need have no apology for elim- 
inating lost time, and for utilizing 
every minute of available man- 
power. 

We will find waste time in the 
dull moments in tellers’ cages, and 
all over the whole bank. From that 
point we must go ahead and really 
fit schedules of work to take ad- 
vantage of such waste time.—O. B. 
Lovell, Comptroller, First National 
Bank, Madison, Wis. 


Some banks always have extra 
employees in training. 


Family Spirit 
Encouraged By Promoting 
Employee Activities 

(Oontinued from page 16) 
sings, plays the piano, saxophone, 
clarinet, and several other musical 
instruments, was given charge of 
the musical portion of the program. 
Another girl, the bank’s reception- 
ist, agreed to produce a patriotic 
skit. 

By drawing participants from 
every department in the bank, a 
generally friendly feeling was cre- 
ated among both new and old em- 
ployees and this made the program 
personal to each one. 

The parts were assigned to each 
couple or individual who did their 
own rehearsing, making it neces- 
sary to have only two rehearsals of 
the entire cast. This was of pri- 
mary importance to us as our time 
was very limited. 

The night of the Christmas party 
found all of the officers and em- 
ployees in attendance. After din- 
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ner, our president, Mr. T. R. Hefty, 
gave his annual message. At the 
conclusion of his talk, the tables 
and chairs were cleared away and 
Mr. “Ed” O’Connell, manager of 
our savings department, acted as 
master of ceremonies and intro- 
duced the novelties in the first half 
of the program. This consisted of a 
girls’ trio, a male quartet, a girl 
soloist, a male soloist, a saxophone 
solo and a monologue. 

Our receptionist then took the 
microphone and presented the nar- 
ration of the patriotic and humor- 
ous skit. As she told the story of 
the development of our country, 
characters representing different 
historical periods made their en- 
trances, performed folk dances and 
funny pantomimes, and remained 
on the stage. 

The entrance of Uncle Sam cli- 
maxed the story and the whole cast 
sang “He’s My Uncle.” It ended 
with the entire audience rising and 
singing the “Star Spangled Ban- 
ner.” 

Thus closed one of the most im- 
pressive and interesting programs 
it has ever been our privilege to 
have at our annual Christmas 
party. 

Although our other meetings 
have been most pleasing and ef- 
fective, we concluded that this was 
one of the finest things that we 
have ever done to create a better 
understanding among our em- 
ployees and a closer relationship 
between officers and employees. 
The spirit which pervaded at the 
party after the program was over 
and in the bank in the .weeks that 
followed was most pleasing to ev- 
eryone. 


Other Employee Activities 


The bank has an employees’ club 
called “The First National Bank 
Club” in which each officer and 
employee automatically becomes a 
member. 

Except for a nominal fee of $1.00 
per employee annually, all of the 
funds used by the club are con- 
tributed by the bank. The club 
sponsors the bank’s parties, which 
include an annual Christmas party 
and a summer picnic. 

The summer picnic is usually 
held at a park or a country club. 
All officers and employees attend 
the picnic dressed to have a good 
time. Everyone participates in 
games and stunts. The employees 
really get acquainted with the of- 
ficers for they play together and 
have many a laugh, usually at the 
expense of an officer. 

Group meetings are usually held 
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Federal Intermediate Credit Bank 
Consolidated Debentures Offer... 


Purchase and Collateral 
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igtbiltty 
HESE OBLIGATIONS, in maturities not 
exceeding six months, are eligible 
for purchase by Federal Reserve Banks 
and as collateral for their 15-day loans 
to member banks. The debentures also 
provide security for various fiduciary, 
trust and public funds. Issued under 
authority of the Federal Farm Loan Act, 
as amended, they may be purchased, with- 
out limitation, by national banks and by 
banks chartered by many states. Denomi- 


nations from $5,000 to $100,000 are of- 
fered for subscription at regular intervals. 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


Farther particulars respecting these desirable 
investments will be supplied by 


CHARLES R. DUNN, Fiscal Agent 


31 NASSAU STREET 


in the bank lobby and consist of 
such speakers as the following: 

a. The president and sales man- 
ager of a large check printing 
company talked on salesmanship. 

b. The president of a business 
college and an expert on person- 
nel matters spoke on the subject of 
salesmanship in banking. 

c. Movies furnished by the 
Wisconsin Telephone Company and 
the Continental Illinois Bank and 
Trust Company on the proper use 
of the telephone. 

d. Wisconsin Bankers Associa- 
tion movie: “Your Money and 
Mine.” 


New York 5, N. Y. 


c. Movies and a talk on Civilian 
Defense. 

While it might appear that these 
activities take up much time of 
the employees, it must be remem- 
bered that no one employee has 
more than one small part. But— 
most important of all—these addi- 
tional interesting things to think 
about actually help to prevent 
overwork and illness. 

Each one knows more people, 
and there is a spirit of friendli- 
ness which could be developed in 
no other way and which makes the 
work of everyone easier. 
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Equipment And Supply Ideas 


JOTTINGS FROM THE BANKERS SECRETARY'S NOTEBOOK 


USE the coupon below — it’s easier than a letter — to get 
our specialized help on any purchasing problem. 


1 Accounting Forms 
2 Accounting Machines 66 Coin Wrappers 
3 —s mting and Audit 67 Copyholders 


68 Counter Cash Protectors 


4 Adding Machines 69 Coupon Books 
5 Adding Machine Rolls and 


Paper 
6 Addressing Machines 
7 Addressing Machine Plates, 
Stencils, ete. 
8 Adhesives 
A 4 coentnine Son ——— 
11 Architects and Bullders Equipment 


77 Depositories 
12 Autographic Registers 78 Deposit Ticket Files 


13 oy Enclosuresand 79 Desk Fountain Pens 


m Systems 80 Desk we 
14 Bandit F Resisting Enclosures 81 Desk and Typewriter Pads 


15 Bank Building Fixtures 82 Desk Signs 

16 Bank Directories 83 Dictating Machines 
17 Bank Stationers 84 Dip Pen Desk Sets 
18 Bankers’ Note Cases 85 Duplicators 

19 Banking By Mail Envelopes 
20 Banking Textbooks 

21 Binders, Bookkeeping and 


23 Binders, Storay 

ers, Storage 
24 Blank Books 
25 Blotters, Advertising 
26 Bookkeeping Equipment 
27 Brief Covers 
28 Bronze and Brass Signs 95 File Folders 
29 Burglar Alarms = An Si, = 
30 Cabinets, Stee! ing Cabinets 
31 Calculating Machine Desks 98 Filing Systems 
= — Machines 100 Flags 
34 Carbonized Checks and Forms 101 Forms 


87 Electric Signs 


93 File Boxes 
94 File Fasteners 


35 Carbon Paper and Inked 102 Forms, One-Time Carbon 


Ribbons = a. + 
A ountain Pens 
36 — Furniture 105 Furniture 
37 Central Files 106 Glass Signs 
38 Chairs, Offices and Public 107 Globes 
Buildings 108 Gummed Tapes 


39 Chairs, Posture 
40 Chair Pads and Cushions 100 Honor Rell Plaques 
41 Changeable Signs 110 Index Tabs 


42 Checks 111 Ink 


65 Coin and Currency Trays 


74 Daters, Metal and Rubber 
75 Dating Machines and Stamps 
76 Daylight Hold-Up Protective 


86 Duplicating Machine Supplies 


88 Electric Time Systems 
89 Envelope Sealers and Openers 
90 Erasers 


91 Expanding Filing Envelopes 
92 Expanding Mailing Envelopes 


99 Fire Alarms Systems 


132 Name Plates 

133 Night Depositories 
134 Night Depository Bags 
135 Numbering Machines 
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142 Pencils 

143 Pencils, Mechanical 

144 Pen Points, Steel 

145 Personalized Checks * 

146 Personal Loan Advertising 

147 Personal Loan Collection En- 


149 Photographic Bank Systems 
150 Plaques, Honor Roll 
151 Proof Machines 

152 Portfolios and Brief Cases 
153 Public Relations Advertising 


154 Ration Banking Forms 

155 Registered Mail Envelopes 
156 Bands 

157 Rubber Stamps 


158 Safes, Fire and Burglar Proof 
159 a Deposit Box Key-Hole 


ignals 
160 Safe Deposit Boxes 
161 Safe Deposit Records 
162 Safety Paper Manufacturers 
163 Safety Paper Suppliers 
164 Savings Banks, Home and 


et 
165 Scales, Postal and Parcel Post 
166 School Savings System 
167 Sealing Wax 
168 Seals 


169 Seals, Coin Bag 

170 Seals, Corporation, Notary, etc 
171 Signs, Bronze 

172 Stamp Affixers 

173 Stamp Pads 

174 Stapling Machines and Staples 
175 Steno Note Books 

176 Steno Note Book Holders 

177 Storage Files 

178 Supplies, Bank and Office 


Document Alterations 
Promptly Disclosed 


Did you ever look at a check, a 
will or deed or other document and 
wish that you could be absolutely 
certain that no changes or altera- 
tions had been made? There is no 
need any longer to guess. You can 
be absolutely certain. The genius of 
chemistry has come to the banker’s 


aid and made it possible to make a 
100% accurate test and return the 
check or document unchanged in 
the short time of one minute. 
Graphic-Detector is the name of 
this super detective and it is a new 
development of the Faurot Protec- 
tive Identification System, Inc., 240 
Madison Avenue, New York, N. Y. 


which for years has provided banks 
and police departments with im- 


43 Check Book Covers i ; 
44 Check Cancelling Perforators 11 {nk Duplicating Machine 


45 Check Certifiers 114 Inter-Office Communicating 


Systems 
115 Interest Calculators 


49 Check Registers 
50 Check Signers 
51 Check Sorters 
52 Check Sorting Trays 118 lon Desk 

53 Christmas Savings 119 Lamps, Filing 

54 Clips, Paper 120 Lamps, Fluarescent 
55 on and Hat Racks 


123 Letter Trays 


124 Lighting Systems, Fluorescent 


125 Loose Leaf Binders 


61 Coin Counting Machines 

62 Coin Counting and Packaging 127 ae Equipment 
Machines 128 Maps 

63 Coin Envelopes 129 Mats 


64 Coin Sorting and Counting 130 Metered Mail Systems 


Machines 131 Money Orders 


116 Interest Computing Machines 
117 -—~ Adding, Posting Ma- 


121 Lamps, Stenographers 
122 Lamps, Teller and Counter 


126 Machine Bookkeeping Forms 


182 Time and Delayed Time Locks 
183 Time Recorders 
184 Time Stamps 
185 Travelers Checks 
186 Tying Machines 
187 Type Cleaners 
188 Typewriters 
189 Topuetieer Stands 


190 Vaults 

191 Vault Equipment 
192 Vault Ventilators 
193 Venetian Blinds 

194 Visible Records 


195 War Bonds Bank Plan 

196 War Bond wy System 
197 Wardrobe Equipm 
198 Waste Baskets 
199 Watchman ry ein bem 
200 Window and Lobby Displays 


proved finger printing equipment. 

The slightest disarrangement of 
a paper’s surface fibers is instantly 
proclaimed by dark brown stains 
when the liquid in bottle “A” is 
applied. Whether the disarrange- 
ment was made by pencil or ink 
eraser, scratched with a _ sharp 
knife, ink eradicator or even water, 
the liquid in bottle “A” never fails 
to fairly shout, “It’s been changed.” 

The liquid in bottle “B” instantly 


removes all traces of the test so 
that no one need know that any 
suspicion has ever been leveled 
against the document in question. 


OEIOG— PASTE THIS COUPON ON A PENNY POSTCARD SIO EIO 


THE BANKERS SECRETARY, 
Rand M°Nally & Co., 536 So. Clark St., Chicago 5, IIl. 


Please have sent us buying information on 


101 Office Short-Cuts 


This is indeed an enticing title 
for a booklet which has just been 
issued by the Louis Melind Com- 
pany, 362 W. Chicago Avenue, Chi- 
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cago 10, Illinois. The ideas are 
largely made up of markers of vari- 
ous types which are used in such 
departments as: accounting, adver- 
tising, credit, filing, inter-depart- 
mental service, mailing, mail re- 
ceiving, payroll, personnel, pur- 
chasing, and stock room. The book- 
let may be had without charge by 
writing for it. 


Supplies For Deposit Slip 
Dispensing Machine 


We recently received an inquiry 
from one of our readers who some 
years ago purchased a counter de- 
posit slip dispensing machine from 
the Bar Trex Manufacturing Com- 
pany of Birmingham, Alabama. He 
wrote to this company for a re- 
newal of supplies, and the letter 
was returned to him. 


We have learned, however, 


through one of our banker friends 
in Birmingham that supplies may 
be purchased for these machines 
from Don W. Walker, Post Office 
Box 386, Birmingham, Alabama. 


Pre-Addressed Envelopes 


A Los Angeles bank has address- 
ograph stencils cut for its various 
correspondents, and these are used 
to address batches of envelopes 
which are kept handy in the transit 
department, so that it is not neces- 
sary to address an envelope each 
time a letter is ready. Quantities of 
pre-addressed labels are kept on 
hand also. 


Seats In The Lobby 


Some banks have chairs. or 
benches in the lobby for the con- 
venience of customers, but many do 
not. It has been observed that lobby 
seats are usually occupied. They 
are particularly appreciated by old- 
er people and by women who may 
be waiting for their husbands to 
transact business. There is plenty of 
room in most lobbies for at least a 
few seats, and most banks have at 
least four or five surplus chairs 
which might be placed at conven- 
ient points. 


BANKING ENVELOPES 


For Filing—Mailing—Advertising 
Expanding Envelopes, Envelock Locking 
Envelopes, Safe Keeping Bavelopes. Trust 
Department Files and Credit Files, also 
Special Bank Envelopes. 

Send for complete catalogue in color 
AMES SAFETY ENVELOPE COMPANY 


21 Vine Street Boston, Mass 


January, 1944 


Survey Your Use Of 
Rubber Stamps 


Rubber stamps used in banks can 
be the object of an important sur- 
vey. 

First, begin by taking an impres- 
sion of every rubber stamp used in 
every department of the bank. Take 
up and discard those which have 
become obsolete or worn out. Some 
stamps will require only cleaning 
while others will need replacing. 
Supply new ink pads where neces- 
sary and thus keep the impressions 
bright and legible. 


The survey will reveal with the | 


passing of time, several new uses 
for rubber stamps at the officers’ 
desks, in the tellers’ cages and in 
the operating departments. Ques- 


tion each of these possibilities and | | | 
supply well-designed stamps wher- || 


ever they have a recurring need 


and will save sufficient time to war- | 
rant them.—O. B. Lovell, comp- | 


troller, First National Bank, Madi- 
son, Wis. 


A Mesh Bag For Checks 


The Citizens and Southern Na- | 


tional Bank of Atlanta, Georgia 
uses a bag made of fine mesh wire 


in which runners carry checks. The | 


idea of the open mesh sides is that 


a prospective hold-up man would | 
see that there was no currency in | 
the bag, and would therefore not | 





Experience 
Service 
Cooperation 


Manned by officials with years 
of experience, our Correspon- 
dent Bank Division renders a 
complete service, conducted in 
an intimate and personalized 
manner. 


The guiding policy is one of 
cooperation in all matters of 
mutual interest. 


Member: New York Clearing House 
Association, Federal Deposit Insurance 
Corporation 


attempt to hold up the messenger. | § 


Bags of this sort are used by men | 
who go to the clearing house each | 
day, as well as by messengers who 


go between banks. 


Business Reply Envelopes 
Made From Regular 
Envelopes 


Realizing that some firms do not | 
have sufficient use for business | 
reply envelopes to have a quantity | 
printed, the Ever Ready Label Cor- | 


poration, 141 East 25th Street, New 
York City, has made available a 
special label which may be put on 


an ordinary envelope to make it a | 


business reply envelope on which 
the customer does not pay any 


postage. These labels are small | 
enough to fit any size envelope and | 
still large enough to serve the pur- | 


pose, and the cost is low. 


It is important for a teller to avoid 


refusing any request, even though 
he cannot grant it. The customer 
whom he cannot serve should be 
referred to an officer. 











Clarotype, with its sturdy dauber, is the one simple and 


| efficient way to clean typewriter type. Clarotype instantly 
| dissolves the dirt and ink. Stenographers prefer it because 


it takes so little time and does not spatter. Clarotype is 
made by the makers of Cant-Slip, the liquid which renews 
gripping surface of aging rubber rollers on typewriters 
and stops the paper from shifting. Both these reliable 
products are non-inflammable and cost only 50 cents each. 


ORDER FROM YOUR STATIONER 
OR TYPEWRITER SUPPLY DEALER 


THE CLAROTYPE CO., INC 


16-BM HUDSON STREET, NEW YORK 13. NY 
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afe way for Banks 


to Finance Insurance Premiums 
WHITE PLAINS, N.Y. 


BILL STRAPS 

COIN WRAPPERS 
STORAGE FIA ES 
CARBONIZED POSTING ROLLS 


White bond Adding Machine Rolls, lint free, 
in all sizes. Send for samples and information. 


HEDENKAMP & CO., 343 Broadway, NewYork, N.Y- 










SAVE 
MONEY 


with 
Burroughs Office 
Machine Supplies 


today 


N THE old-fashioned store, the 
merchandise was often hid un- 
der a counter or in drawers, and 
the customer had to ask for what he 
wanted. In the modern store, the 
merchandise is well displayed with 
the result that many people who 
come to buy one thing buy two or 
three other things, because seeing 
the merchandise makes them realize 
that they need it. 

As bankers, we have been rather 
negligent in displaying our mer- 
chandise, probably because banking 
service doesn’t seem like merchan- 
dise to us. 

The Anglo-California National 
Bank of San Francisco has devised 
a “display window” of its services 
in the form of a folder. When the 
folder is closed, the customer reads: 
“What the Anglo Bank Can Do for 
You—a Pocket Guide to Helpful 
Banking Service.” 

At the edge is a list of 16 differ- 
ent kinds of banking merchandise. 
Without opening the folder, you see 
the names of these 16 services as 
follows: 

CheckingAccount Travelers Checks 
Savings Account Money Orders 
Business Loans Collection 
Collateral Loans Services 

Real Estate Loans Credit 

Personal Loans Information 
AutomobileLoans Investment 
































Find out 



























































































































































SafeDepositBoxes Services 
Trust Services Banking by Mail 
ForeignExchange 








When the folder is opened, each 
one of these kinds of merchandise 
is explained, and in order that our 
readers may be inspired and helped 
to display their services, we quote 
the explanation of each kind of 
service as used by this bank as fol- 
lows: 

A Checking Account: Indispens- 
able in business, a great convenience 
in the home. Saves time, Furnishes 
a receipt, provides a financial rec- 
ord. All checking accounts welcome, 
regardless of size; a small service 
charge made if average balance does 
not compensate for bank’s costs. 


Burroughs LIGHTNING FAST 


SUPPLIES FOR 
BUSINESS MACHINES 


BURROUGHS ADDING MACHINE COMPANY 
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ASK YOUR 
STATIONER 
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Bank’s Merchandise 
Should Be Displayed 


SATISFACTION GUARANTEED 


A Savings Account: The founda- 
tion of financial success. Unsur- 
passed for safety and availability. 
The ideal emergency reserve fund. 
Nothing gives one peace of mind 
like a savings account. Over 100,- 
000 Californians make The Anglo 
Bank their savings headquarters. 

Business Loans: Modern credit 
facilities for all sound commercial, 
industrial, and agricultural pur- 
poses. Loans on warehouse receipts 
and field warehouse receipts cover- 
ing readily marketable merchan- 
dise. Notes, bills, acceptances, and 
conditional sales contracts discount- 
ed. 

Collateral Loans: Loans made on 
marketable securities, cash surren- 
der value of life insurance policies, 
and other eligible collateral. Brok- 
ers’ loans. 

Real Estate Loans: A variety of 
modern real estate loan plans, in- 
cluding FHA, at favorable rates and 
on attractive terms. Loans to buy, 
build, modernize or refinance homes 
and other real property. 

Personal Loans: Low cost personal 
loans, repayable in monthly install- 
ments, made for any worthy pur- 
pose, with and without co-makers, 
to residents who have steady in- 
comes. 

Automobile Loans: Lowest rates 
and longest terms. When you buy 
your next car, new or used, ask the 
dealer to finance it through the 
Anglo Bank. For more than twenty- 
three years, The Anglo Bank Plan 
has set the standard for convenient 
and economical automobile financ- 
ing. 

A Safe Deposit Box: Protects your 
valuables and important papers 
against fire, theft, and misplace- 
ment. Affords complete privacy. 
You’ll want to put in your box many 
cherished possessions which insur- 
ance cannot restore. The cost is 
nominal. Special storage facilities 
for bulky objects. 

Trust Services: Our Trust Depart- 
ment acts as executor, administra- 
tor, guardian, trustee, escrow- 










NEW INK AND TYPEWRITER ERASER 
USES MAGIC FYBRGLASS REFILLS 


| Ed 


TH: ERASER CO., Inc. 
Syracuse 2, N.Y. 
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PERSONAL LOAN 
ADVERTISING 
BANKS 


holder, transfer agent, registrar, 
depositary and in many other fidu- 
ciary capacities; helps plan estates 
to minimize estate shrinkage; cares 
for securities and other property. 

Foreign Exchange: Foreign ex- 
change bought and sold. Drafts sold 
for remittance abroad. Letters of 
credit issued. Foreign trade financ- 
ing. Telegraphic and cable transfers. 
Correspondents in all parts of the 
world. 

Travelers Checks: As acceptable 
as actual cash. Self-identifying. 
Cashable everywhere. Value recov- 
erable if lost or stolen. Recom- 
mended for week-ends, vacations, 
business trips and for travel gen- 
erally. 

Money Orders: The safe, conven- 
ient, economical way to send money 
or pay bills if you have no checking 
account. Your name appears as re- 
mitter. You get a receipt. Issued in 
any amount. Cost 10 cents each. 

Collection Services: Interest and 
principal collected for customers on 
notes and other obligations. Drafts 
collected for shippers. Documentary 
drafts discounted. Special time- 
saving collections made of checks 
payable at distant points. 

Credit Information: Reports and 
other information on domestic and 
foreign names obtained for custom- 
ers to aid them in extending credit 
in their own businesses. 

Investment Services: Our bond 
department buys and sells govern- 
ment, state and municipal bonds 
and acts as agent in executing cus- 
tomers’ orders for the purchase or 
sale of other securities. Statistical 
information. 

Banking By Mail: Whether you 
have a savings or a checking ac- 
count, you may deposit and with- 
draw funds from any distance as 
easily as you mail a letter. Safe and 
convenient. Ask for our special 
banking-by-mail envelopes. 
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Folders, blotters, statement 

inserts, credit cards and 

other material. Write for 
samples and prices. 


The McCULLOUGH 
COMPANY, /ac. 


32 East Georgia Street 
Indianapolis 4, Indiana 





































ORDER 1945 












4% discount earned 
on early advanced payment 
om 









Write for brochure today 





























We urge our old customers and friends 
to order their Wilding Account Cal- 
endar (combination calendar and 
family account record—exclusive de- 
sign in 3 styles) now. 4% discount 
earned on early advanced pay- 
ments and early orders get priority 
rights on available materials. Paper 
and manpower shortages may limit 
the supply, so be sure you get yours 
by ordering today. Samples will be 
sent on request. 




























Manufacturers of 


PERFECTION DEPOSIT TICKET FILES 


FORT ways 


<Sne: 


CLINTON AT BRACKENRIDGE STREETS + FORT WAYNE + INDIANA 


Bank-Made Key Ring Tag 


A bank in Missouri makes tags for 
the various keys that must be 
labeled in the bank by cutting a 
stencil on the addressograph ma- 
chine and attaching the plate to the 
key. 


A SUBSTITUTE FOR 


RUBBER BANDS 


To replace rubber bands we have designed 
Gummed Kraft Paper strips for packaging 
Checks, Deposit Slips, Vouchers and other docu- 
ments. In use today in thousands of banks. Send 
for samples and prices. 


HEDENKAMP & CO., 343 Broadway, NewYork, N.Y. 


DESK <3: NAME PLATES 


On Mahogany, Walnut or Oak polished stands in 
Gold or white letters, beveled plate glass top. 
Send for our illus. folder for styles and prices. 


LUERIRE ARERR); 


Rm. 304. 10 W. 47th St., N. Y. 19, N. Y. 















The Mosler Safe Company of 
Hamilton, Ohio won for the second 
time, the Army-Navy Production 
Award for meritorious service on 
the production front and has been 
so notified today by Robert P. Pat- 
terson, Under Secretary of War. 
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AUTOMATIC COIN WRAPPERS 


Wrap all coins from 1c to $1.00. The diameter 
of the coin automatically exposes correct total 
and denomination through the red windows. 
Only “‘Steel-Strong”’ built precision machinery 
can print and punch these wrappers in the 
exact relation necessary for accurate 
and complete protection. 
ECONOMY “Steel-Strong” Automatic 
Wrappers save time for tellers, 
stockkeepers and depositors and since they 
wrap any denomination, there is far less waste 
in supplies delivered to depositors. 


The C.L.DOWNEY CO. 


NINTH and COLFAX AVE. 
HANNIBAL, MO. 


~ HONOR ROLL + 
PLAQUES 


Impressive tributes to those inthe 
Services. Cast in durable, non-critical 
material that closely simulates endur- 
ing bronze. 


UNITED STATES BRONZE 
SIGN CO., INC. 

570 BROADWAY, NEW YORK 12, N.Y. 

CA 6-4792 



































BANK SIGNS 


THAT LOOK LIKE 


SOLID BRONZE 



















Fashioned entirely of non-crit- 
ical materials. Bright, RAISED 
satin-finish letters on mottled, 
statuary brown background. 

LEGIBLE @ DISTINCTIVE @ DURABLE 

Send approximate measure- 

ments for FREE full siz 

PREVIEW SKETCH. 


Also Bronze-Like Desk Signs 
UNITED bap lige BRONZE 


New York 12, N. Y. 
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HOW the BANKERS BLUE BOOK 
can work for YOU 


If you want to know the general financial condition of any bank, 
look in the Bankers Blue Book, where all bank statements are 


arranged identically in 11 columns for easy and quick comparison. 
It gives you the Transit number* of all banks. 


It shows you the correct spelling and official title of the officers 
of any bank, anywhere. 


It gives you a 5-year list of DISCONTINUED BANKS. 
It shows you the name of the nearest bank to a non-bank town. 


It supplies a List of Bank Recommended Attorneys covering 
every city and town in the U. S. 


It contains a separate list of commercial banks with total 


resources of $25,000,000 and more. 


It services your bank with a copy of the BANKERS MONTHLY 
magazine the “Handbook of Bank Management” each month. In 


this magazine every May and November is the Buyers Guide—the 


ONLY buyers guide published for the banking business. 


It services your bank with a Bankers Secretary Service—without 
charge or obligation you can get information about anything used 


in a bank by writing to Miss Mary Manning, the Bankers Secretary. 


It gives you pertinent financial reference information on all 
banks .... government agencies .... postal guide service .... coin 
valuation .... ete. ete. etc., including 74 Rand M¢Nally maps.... 
U.S.....Canada.... Foreign Countries. 


Its 2600 pages are packed with usable, 
accurate financial information that makes 
the book a “silent” assistant in bank work. 


*Rand M¢Nally Bankers Directory is the Official Numbering Agent of the American Bankers Association 


Published in MARCH and SEPTEMBER annually—$15 the copy 


RAND MSNALLY BANKERS DIRECTORY 


BLUE BOOK 


NEW YORK, N. Y. WASHINGTON, D. C. CHICAGO, ILL. SAN FRANCISCO, CAL. 
111 Eighth Ave. National Press Bidg. Rand McNally Bidg. 559 Mission St. 
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WHO'S WHO IN BANKING NEWS | 


W. L. Hemingway 
Goes To London 


W. L. Hemingway, immediate 
past president of the American 
Bankers Association and president 
of the Mercantile-Commerce Bank 
and Trust Company in Saint Louis, 
was invited to London by the Brit- 
ish Government in recognition of 
his interest in and understanding 
of international economic and mon- 
etary problems. 

It will be recalled that the pro- 
gram of the American Bankers As- 
sociation convention in September, 
over which Mr. Hemingway pre- 
sided, was devoted largely to ques- 
tions of both domestic and interna- 
tional finance, and that authorities 
in these fields were heard as speak- 
ers. Under his administration the 
Economic Policy Commission of the 
A.B.A. brought out a comprehensive 
study of current economic problems 
and monetary proposals under the 
title, “The Place of the United 
States in the Post-War Economy.” 


Wm. T. Taylor Is New V. P. 
For Guaranty Trust 


Eugene W. Stetson, president of 
the Guaranty Trust Co. of New 
York, has announced the appoint- 
ment of William 
Towson -Taylor as 
vice president. Mr. 
Taylor has just re- 
signed as presi- 
dent of the Union 
Trust Company of 
Springfield, Mass., 
to become effective 
January 1, 1944, to 
accept his appoint- 
ment withthe 
Guaranty Trust 
Company. He will be associated 
with the company’s banking rela- 
tionships in Pennsylvania, Ohio 
and West Virginia. 

Mr. Taylor is a director of the 
Lincolnsfield Mills Corporation; a 
member of the Executive Council, 
Massachusetts Bankers Association; 
member of the Banking Division of 
the National Industrial Information 
Committee; corporator of the 
Hampden Savings Bank, Spring- 
field, Mass; member of the Board 
of Trustees of Springfield College; 
vice president and director of the 


Wm. T. Taylor 


January, 1944 


In celebration of its fiftieth anniversary, the Security Trust and Savings Bank 
of San Diego, California brought out its old gold scale and displayed it in the 
lobby. The time was when the bank accepted gold and gold nuggets as 
deposits and as security for loans, and this bank still has the scale on which 
it weighed the precious metal. A great many banks in the west had similar 
equipment, and some of them still have some of the gold nuggets. In the 
picture with the gold scale is the President, Charles H. Martin and the Vice 


President of the bank, P. C. Kelley. 


Springfield Chamber of Commerce; 
corporator of The Springfield Hos- 
pital and a member of the Board of 
Governors of the Longmeadow 
Country Club, Longmeadow, Mass. 


Victor Cullin Moves 
To Chicago 


Holman D. Pettibone, president 
of Chicago Title and Trust Com- 
pany, announces the appointment 
of Victor Cullin as assistant trust 
officer. Mr. Cullin, formerly assist- 
ant secretary of the Mississippi 
Valley Trust Company of St. Louis, 
is in charge of trust development. 

He has been a member of the 
board of directors of the Financial 
Advertisers Association since 1939 
and was president during 1941. He 
has been active in St. Louis civic 
and educational affairs. 


Continental Increases 
Capital And Surplus 


At a special meeting of the share- 
holders of the Continental Illinois 
National Bank and Trust Company 


of Chicago, the capital of the bank 
was increased from $50,000,000 to 
$60,000,000 by the declaration of a 
stock dividend of 20% of the pres- 
ent capital. Each shareholder has 
received one additional share of 
stock for each five shares held. 

When cash dividends are here- 
after declared, they will be payable 
on the increased stock, and it is 
contemplated that the present rate 
of dividend per share will be con- 
tinued. The bank has been paying 
semi-annual dividends of $2 a 
share. 

It is contemplated, also, to in- 
crease the surplus account from 
$50,000,000 to $60,000,000, so that 
there will be $60,000,000 of capital 
stock and $60,000,000 of surplus. 


Capital Stock Increased 


Stockholders of the American 
National Bank and Trust Company 
of Chicago have approved the issu- 
ance of 5,000 new shares of com- 
mon stock to be offered to the hold- 
ers of the present common stock 
for subscription at par of $100. 
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Douglas Guardian 
Announces Promotions 


Jay Weil, president of Douglas- 
Guardian Warehouse Corporation 
announces the election on Novem- 
ber 1, 1943 of Stanley D. Hart, New 
York office and Dan B. MacDuff, 
Philadelphia office, as vice presi- 
dents of the corporation. 

Both men have been with the 
company for a long period of time 
and are highly esteemed by the 
clients and receipt-holders of Doug- 
las-Guardian. 

Mr. Hart will remain in charge 
of the New York and New England 
districts and Mr. MacDuff will con- 
tinue to supervise the Company’s 
operations in the Tri-States and 
Pennsylvania. 


Answers To Bankers 
Monthly Quiz No. 8 


b—While the American Bankers As- 

sociation has rules as to the size of 
checks, the Negotiable Instruments Act 
does not specify anything at all as to the 
size or the material on which a promise 
or order to pay is to be written. Occa- 
sionally a large check like this is made 
on some special material and in large size 
for local advertising purposes. Natur- 
ally a bank would not want to handle 
very many of these. 


e—This is a very bad form of check 

in which the numeral at the right is 
not the amount to be paid, but rather 
the rate of pay per month. This form 
should be discouraged by bank officers. 


3 


4 | a—In this system, one person posts 

the debits and credits, to the state- 
ment and another bookkeeper posts them 
to the ledger. 


yj 


6 | c—A map of the United States show- 
ing the different Federal Reserve 
districts and the cities in which the Fed- 
eral Reserve banks are located is to be 
found in the front of a bankers directory 
and should be referred to frequently. 


7 All—A Recordak is a machine which 

has been advertised in Bankers 
Monthly for many years and should be 
known to all bank employees even though 
the bank may not have a Recordak. 


8 | d—The automatic cashier is the ma- 

chine commonly used at tellers’ win- 
dows to deliver the exact change; it 
would save the most time in making up 
payrolls requiring odd coins. 


£) e—The Burroughs Adding Machine 

Company listed 158,000 checks in two 
large banks in different sections of the 
United States and made a record of the 
100 items which appeared most fre- 
quently. These 100 items represented 56% 
of all the checks, and all of these items 
ended either in 0 or in 5; so 0 and 5 
are the numerals found at the end of the 
largest percentage of the amounts writ- 
ten on checks. 


a, b, e—Gold certificates and Na- 
tional bank notes are no longer 
printed for current use. 


d—If there were no central agency 

to select numbers for banks, there 
would be great confusion, for more than 
one bank would be likely to have the 
same number. As a matter of fact, when 
a bank eloses, its number is not reas- 
signed to another bank, but a new num- 


JUDGMENT of new issues, preliminary to purchase and sub- 
sequent recommendation to clients, is the responsibility of 
our Corporation and Municipal Buying Departments. The 
training and experience of members of these divisions is 
suggested by their service records with this organization. 
The average period of service of almost two-thirds of the 
personnel of these divisions is 2374 years and that of the 


entire group over 19 years. 


CHICAGO, 201 S. LASALLE STREET - NEW YORK, 35 WALL STREET 
AND OTHER PRINCIPAL CITIES 


HALSEY, STUART & CO. Inc. 


ber is given to each new bank. 


a—In banks with only four or five 

officers, the officer who sits near the 
rail may take care of all kinds of exec- 
utive work, but in the larger banks the 
work listed under a is common. 


a, b, e—The work of the appraiser is 

to identify the property and set its 
current value, and the appraisal is his 
report on these matters. The matter of 
former ownership is not his concern but 
would be shown on an abstract or a 
guaranty title. 


e—This cannot be a joint account 

because, if it were, there would be 
two or more names. This same remark 
applies to alternate account which is an 
account payable to either of two or more 
persons. 


a—‘‘Other securities’’ is a general 

term to include all stocks and bonds 
which are not classified as government 
or municipal bonds. 


ce—On page 33 of the Bankers Direce- 

tory, a record of all of the calls of 
the comptroller since 1898 requiring na- 
tional banks to issue statements is to be 
found, and this table shows that, of 206 
calls, 31 were made as of the 30th of the 
month and 29 as of the 31st. The greatest 
number falling on some other date is 16 
made on the 4th of the month. Twelve 
ealls were made on the 29th of the 
month, and the number of calls on all 
other dates is less than 10. 


b, e—These are liabilities because 

they belong to someone other than 
the bank. The deposits of other banks 
must be returned to those other banks, 
and undivided profits belong to the stock- 
holders. 


d—That part of a trust fund which 

is to be retained as a basis for earn- 
ing income and which is not to be paid 
out to the beneficiaries unless it be under 
very special prescribed conditions is 
ealled the principal of the trust or the 
corpus. Usually, the word corpus is used 
in legal references rather than the word 


principal. 


a—When the voucher part of the 

check, that is the information re- 
garding the items for which the check 
pays, is at the left-hand end, it does not 
interfere with the numerical amount of 
the check which is the amount to be paid 
and which should always be at the right- 
hand end. If customers persist in having 
ehecks printed with the voucher on the 
right-hand end or arranged in boxes 
across the middle of the check from left 
to right, an officer should talk with them 
and explain clearly that this arrangement 
greatly interferes with the speed of 
handling checks in the bank. The cus- 
tomer should be urged to have the 
voucher part printed at the left of his 
check. 


d—tThis is a simplified service charge 

schedule and does not include any 
specific items which may be referred to 
as a charge for float. Many banks are 
adopting this simplified charge due to 
the fact that a great deal of time is 
required to compute float. 
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STARTING JANUARY I8!H 


IT’S UP TO YOU! 


TARTING January 18th, it’s up to you to lead the 
men and women working in your plant to do them- 
selves proud by helping to put over the 4th War Loan. 
Your Government picks you for this job because you 
are better fitted than anyone else to know what your 
employees can and should do—and you're their natural 
leader. This time, your Government asks your plant to 
meet a definite quota—and to break it, plenty! 
If your plant quota has not yet been set, get in touch now 
with your State Chairman of the War Finance Committee. 
To meet your plant quota, will mean that you will have 
to hold your present Pay-Roll Deduction Plan payments 
at their peak figure—and then get at least an average of one 
EXTRA $100 bond from every worker! 
That’s where your leadership comes in—and the lead- 


ership of every one of your associates, from plant super- 
intendent to foreman! It’s your job to see that your fellow 
workers are sold the finest investment in the world. To 
see that they buy their share of tomorrow—of Victory! 
That won't prove difficult, if you organize for it. Set 
up your own campaign right now—and don’t aim for any- 
thing less than a 100% record in those extra $100 bonds! 
And here’s one last thought. Forget you ever heard of 
“10°” as a measure of a reasonable investment in War 
Bonds under the Pay-Roll Deduction Plan. Today, thou- 
sands of families that formerly depended upon a single 
wage earner now enjoy the earnings of several. In such 
cases, 10% or 15% represents but a paltry fraction of an 
investment which should reach 25%, 50%, or more! 
Now then—Up and At Them! 


Keep Backing the Attack!-WITH WAR BONDS 


This space contributed to Victory by BANKERS MONTHLY 


This advertisement prepared under the auspices of the United States Treasury Department and the War Advertising Couneil 


January, 1944 
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Changes since Rand M°Nally Bankers Directory, Final 1943 Edition. 


Banks not previously reported indicated by an * 


NEW AND REOPENED INSTITUTIONS 
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ALABAMA 
Brookley Field 
*First National Bank, Brookley Field 
Facility of First National Bank, Mo- 
ee Sg et ee eee re err er 
(J. P. Hanlon, Assistant Cashier. 
Opened November 15, 1943 
ARKANSAS 
Bauxite 
Benton State Bank, Tellers Window of 
Benton State Bank, Benton, Ark...... 
(Pat Orr, Manager, Will open about 
October 1, 1943) 
Havana 
"aM OF TIAVARR. .. co cccescccsse 81-357 


(In process of voluntary liquidation. 
Ceased receiving deposits September 
20, 1943) 

Swifton 

*Bank of Tuckerman, Tellers Window 
of Bank of Tuckerman, Ark. 
(Opened October 1, 1943) 


CALIFORNIA 


Camp Irwin 


*Bank of America National Trust & 
Savings Assn., Camp Irwin Banking 
Facility Office—Agency of Barstow 
ES ttle nin wp wale p06 605s au Bese 6 aie 
(E. B. Demarest, Manager. Opened 


November 17, 1943) 
Camp Pendleton 
Bank of America National Trust & 
menig ao... Camp Pendleton Bank- 
yi moee 4 Office, Agency of Ocean- 
ai DP MPN 5 occ cess cece nccveccceness 
(Opened August 27, 
Hoover Manager.) 
Camp Young 
Bank of America National Trust & 
Savings Assn., Camp Young Banking 


Facility Office—Agency of Indio 
PE Cibo vebehi sta hsatsdaaseden bee 
(H. F. Taylor, Manager) 

Fresno 

*Bank of America National Trust & 


Savings Assn., Hammer Field Banking 


Facility Office—Agency of Fresno 
PT ere rrr ee 
(R. L. Rehorn, Vice President and 
Manager. Opened December 1, 1943) 

Long Beach 

*Bank of America National Trust & 
Savings Assn., Long Beach Army Air 
Field Banking Facility Office—Agency 
of Cherry-Anaheim Branch .......... 
(B.. J. Young, Manager. Opened No- 


vember 3, 1943) 

Muroc 
Bank of America National Trust & 
Savings Assn., Army Air Base Bank- 
ing Facility Office—Agency of Lan- 
OT OS are 
(Opened September 20, 1943) 

Ocean Park 
California Bank, Ocean Park Branch 


of California Bank, Los Angeles 
ie hha aa nah a> 6aomeck ee 90-335 
(Discontinued October 9, 1943. Busi- 


ness transferred to and consolidated 
with. Santa Monica Office) 
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Pleasanton 
Bank of America National Trust & 
Savings Assn., Banking Facility Office 
at Naval Personnel Distribution Cen- 
COP 6 é0 009 -04dmnaeeseaseeeeees 
(Opened October 18, 1943. F. Te Hud- 


son, Manager. 

San Diego 
‘Bank of America National Trust & 
Savings Assn., Five Points Branch, 
1943 Andrews St............... 90-1406 
(J. P. Stewart, Manager. Opened Octo- 
ber 18, 1943) 

Shoemaker 

*Bank of America National Trust & 
Savings Assn., United States Naval 
teceiving Barracks Facility......... 
(Change in title and name of site of 


See Shoemaker, Calif.) 


Bank of America National Trust & 
Savings Assn., Naval Personnel Dis- 
tribution Center Banking Facility, 
Pleasanton, Calif., since it opened 
October 20, 1943. Reported by Head 
Office December 2, 1943) 
Stockton 
American Trust Co., First Stockton 


CD ics Uaddbis ddeeid ethane enews a 90-105 
(G. D. Kennedy, Vice President, J. L. 
Watters, Manager. Succeeded The 
First National Bank of Stockton, 
which was consolidated with American 
Trust Co., August 31, 1943) 

Stockton 
First National Bank............ 90-105 
(Consolidated with American Trust 
Co., August 31, 1943 and now operated 
as First Stockton Office of American 
Trust Co.) 

Victorville 
Bank of America National Trust & 
Savings Assn., Victorville Army Fly- 
ing School Banking Facility Office— 
Agency of Victorville Branch........ 


(J. J. Young, Manager. Opened Octo- 
ber 1, 1943) 
CONNECTICUT 

Springdale 
Springdale Bank & Trust Co... .51-335 
(Merged with Stamford Industrial 
Bank, Stamford, as The gpringdate 
Bank & Trust Co., Stamford, July 19 
19438) 

Stamford 
The Springdale Bank & nen c. 
(Capital, ‘Common’ $125.060, Preferred 
$21,000, Surplus and Profits $25,615. 


Conrad A. Lund, President, W. S. Mer- 
lette, Treasurer. Merger of Springdale 
Bank & Trust Co., Springdale and 
Stamford Industrial Bank, Stamford, 
effective July 19, 1943) 
Stamford 

Stamford Industrial Bank...... 51-342 
(Merged with Springdale Bank & 
Trust Co., Springdale as The Spring- 
asia & Trust Co., Stamford, July 


DELAWARE 
New Castle 


*Wilmington Trust Co.. New Castle 





Army Air Base Banking Facility Of- 
fice of Wilmington Trust Co., Wil- 
a a a rr er ere eee eee 
(W. M. Davis, Manager, Paul Culver, 
Assistant Manager. Opened Novem- 
ber 1, 1943) 
Wilmington 
Wilmington Trust Company, New 


Castle Army Air Base Bank Facility.. 
(W. M. Davis, Assistant Treasurer, 
Paul L. Culver, Assistant Manager. 
Opened November 1, 1943) 


FLORIDA 


Camp Gordon Johnston 
Florida Bank at Port St. Joe, Banking 
Facility Office of Florida Bank at Port 
St. Joe, Port St. Joe, Fila............. 
(Wm. A. Cook, Manager. To open 
about October 15, 1943) 

Dale Mabry Field 
Lewis State Bank, Banking Facility 
Office of Lewis State Bank, Tallahas- 
SOO, PiB..cccccccevscssescvevevccosses 

Miami 


American Bank & Trust Co.....63-527 
(Converted to American National 
Bank, October 15, 1943) 

Miami 
‘American National Bank....... 63-527 


(Capital $400,000. H. B. Oliver, Presi- 
dent, J. W. Roberts, Acting Cashier. 
Conversion of-American Bank & Trust 
Co., effective October 15, 1943) 

Okeechobee 

*Okeechobee County Bank ...... 63-547 
(Capital $25,000, Surplus and Profits 
$10,000. C. H. McNulty, President, E. G. 
Kilpatrick, Cashier. Opened November 
20, 1943) 

Tallahassee 

*Industrial Bank of Tallahassee 
dustrial Bank) (63-540) ............. 
(Closed for the duration. Reported 
November 14, 1943) 


GEORGIA 


(in- 


Atlanta 
Fulton National Bank, Lawson Gen- 
eral Hospital Banking Facility, Agency 
of Peachtree Road Office............. 
(Charles R. Storm, in charge. Opened 


October 18, 1943) 

Blairsville 
Farmers & Merchants Bank (Private 
Bank—not IMC... .ccsscccceces 64-1210 


(Capital $3,000. Alice Shuler, Cashier. 
Opened October 19, 1943) 


Darien 
The Industrial Bank of Georgia st AP 
vate bank—not Inc............ 64-1189 


(Liquidated voluntarily. Deposit lia- 
bilities paid off) 


Eatonton 
The Peoples Bank (Private Bank—not 
BED cacti decde-dyanched net conde 64-1209 


(A. F. Adams, Cashier. Opened July 
15, 1943) 

Willacoochee 

*Willacoochee Banking Company (Pri- 
vate Bank-——not Incorporated. .64-1211 
(W. M. Robinson, Cashier. Opened Aug- 
ust 9, 1943) 
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ILLINOIS 

Chicago 

*Austin State Bank.............. 2-112 
(Converted to a national bank under 
title of National Bank of Austin, No- 
vember 27, 1943) 

Chicago 
Lake Shore National Bank...... 2-303 
(J. R. Frey, President, H. M. Matson, 
Cashier. Will be a conversion of Lake 
Shore Trust & Savings Bank, effective 
December 1, 1943) 

Chicago 
Lake Shore Trust & Savings Fac 
(Converting to Lake Shore National 
Bank on December 1, 1943) 

Chicago 

*National Bank of Austin 
(Capital $200,000. L D. Castle, 
dent, Frank Young, Cashier. Conver- 
sion of Austin State Bank, effective 
November 27, 1943) 

Kansas 
Kansas State Bank 70-2167 
(Capital $25,000. B. W. Honnold, Presi- 
dent, Geo. H. Givens, Cashier. To open 
September 11, 19438) 

Maywood 
First National Bank of Maywood 

70-2170 

(Capital $125,000. Louis E. Nelson, 
President, James C. Lorr, Cashier. 
Charter issued September 7, 1943) 

Metamora 
Metamora National Bank 70-1456 
(Capital $50,000. S. M. Snyder, Presi- 
dent, J. C. Snyder, Cashier. Conversion 
of Metamora State Bank, effective 
August 25, 1943) 

Metamora 
Metamora State Bank 70-1456 
(Converted to Metamora National 
Bank, effective August 25, 1943) 

Pawnee 
Bank of Pawnee 
(Capital $25,000, Surplus and Profits 
$6,250. Dominic Frisina, President, 
0. L. Asselmeir, Cashier. To open about 
November 1, 1943) 

Plano 
Community Bank of Plano... .70-2169 
(Louis A. Sears, President, M. J. Hen- 
ricksen, Cashier. Opened October 1, 
1943) 

Riverside 
Riverside National Bank 70-1549 
(Capital $100,000. T. W. Merritt, presi- 
dent, I. R. Ocheltree, Cashier. Conver- 
sion of Riverside State Bank, effective 
October 1, 1943) 

Riverside 

‘Riverside State Bank 
(Converted to Riverside 
Bank, October 1, 1943) 


70-1549 
National 


INDIANA 


Baer Field 
Lincoln National Bank & Trust Co., 
Banking Facility Office of Lincoln 
a mae Bank & Trust Co., Ft. Wayne, 
nd. 
(Bert A. Timma, Manager. Opened Oc- 
tober 4, 1943) 


Ft. Benjamin Harrison 


Merchants National Bank, Banking 
Facility Office of Merchants National 
Bank, Indianapolis, Ind 
(Jno. J. Kelly, anager, . 
Roberts, Assistant Manager. Opened 
July 26, 1943) 

Gary 
Gary National Bank 
(Capital $400,000. W. W. Gasser, Presi- 
dent, F. N. Tyler, Cashier. Conversion 
of Gary State Bank, Gary, effective 
August 18, 1943) 

Gary 
Gary National Bank, Central Branch, 
1710 Broadway 
(Conversion of Gary State Bank, 
Central Branch, effective August 18, 
1943) 

Gary 
Gary National Bank, Glen Park 
Branch, 3808 Broadway.. 
(Conversion of Gary Stat 
Park Branch, effective August 18, 
1943) 

Gary 
Gary State Bank 
(Converted to Gary National Bank, 
August 18, 1943) 

Gary 
Gary State Bank, Central Branch, 1710 
Broadway 
(Converted to Gary National Bank, 
in Branch, effective August 18, 
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Your 


Distance call may 


have gone to New Guinea 


Telephone lines are the life-lines of an army. Bell 
System men and materials are helping to keep those 
lines unbroken on many battlefronts. 


So if a Long Distance call gets delayed once in a 
while, you know there’s a good reason. 


The additional equipment that could be used here 


is serving the soldiers over there. 


BELL 


TELEPHONE 


SYSTEM 


U.S. Army Signal Corps installing switchboard in New Guinea 


If the Long Distance circuit you want is busy — 
and your call isn’t really urgent — it will help if 


ss” 


u will cancel it. 
If it must go through, we'll appre- 


ciate your co-operation when the opera- 
tor says: “Please limit your call to 5 


minutes.” 


Gary 
Gary State Bank, Glen Park Branch, 
3808 Broadway 
(Converted to Gary National Bank, 
ory Park Branch, effective August 18, 
1943) 


Remsen 

*First National 72-614 
(Merged with First Trust & Savings 
Bank as First Trust & Savings Bank. 
Effective in November 1943) 


Upland 
Citizens State Bank, Branch of Citi- 
zens State Bank, Fairmount, Ind. 
71-1289 
(Assets and liabilities purchased by 
(new) Upland Bank, Upland, which 
will open October 25, 1943) 


Upland 

The Upland Bank 

(Capital $35,000, Surplus and Profits 
$5,000. P. E. Hodson, President, D. EB. 
Reynolds, Cashier. Will open October 
25, 1943. Purchasing assets and liabil- 
ities of the Upland Branch of The 
Citizens State Bank, Fairmount, Ind.) 


KANSAS 


Camp Phillips 
Farmers National Bank, Banking 
Facility Office of Farmers National 
Bank, Salina, Kans. 
(R. W. Wilson, Manager, Robert Wor- 
ley, Assistant Manager. Opened Sep- 
tember 20, 1943) 
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Emporia 
- \egcamean 


National Bank & Trust 
(Sold to Citizens National Bank, 
vember 13, 1943) 

Fort Riley 
First National Bank, Banking Facility 

ffice of First National Bank, Junction 
City, K 
(Opened August 1943) 


Riley 
Riley State Bank - 
(Entered voluntary liquidation Octo- 
ber 23, 1943) 

Sawyer 
Sawyer State Bank 
(Liquidating voluntarily. No deposits 
accepted after October 9, 1943) 


KENTUCKY 
Corydon 
*Corydon Deposit Bank......... 73-470 
(Sold to First National Bank, Hen- 
derson, on October 7, 1943) 


LOUISIANA 


Eunice 
Tri-Parish Bank & Trust Co. 
(Capital $75,000. Dr. Harry Jenkins, 
President. To open in October) ~- 


North Camp Polk 
Rapides Bank & Trust Co., Banking 
Facility Office of Rapides Bank & 
Trust Co., Alexandria, La. 
(N. Li Fisher, Manager. Opened Sep- 
tember 16, 1943) 


MICHIGAN 

Falmouth 
Falmouth Bank, Private 74-639 
(Liquidating. No business transacted 
after August 31, 1943) 

Marion 

*The Cadillac State Bank, Branch of The 
Cadillac State Bank, Cadillac, Mich. 

74-726 

(Sueceeded Marion State Bank, Mar- 
ion, whose deposit liabilities were as- 
sumed by The Cadillac State Bank, 
Cadillac, ong at close of business 
November 30, 1943. B. A. Lewis, Man- 
ger) 

Marion 

*Marion State Bank 
(Placed in voluntary liquidation No- 
vember 30, 1943. Deposit liabilities as- 
sumed by The Cadillac State Bank, 
Cadillac, which opened a branch at 
Marion) 


MINNESOTA 
St. Michael 


*Security State Bank........... 75-1637 
(Capital $25,000, Surplus and Profits 
$7,500. D. N. Welter, President, Leo 
N. J. Bauer, Cashier. Will open Jan- 
uary 3, 1944) 

Spring Grove 
State Bank of Spring Grove. ..75-464 
(Entered voluntary liquidation as of 
September 23, 1943) 


MISSISSIPPI 

Biloxi 

*First Bank of Biloxi 
(E. C. Tonsmeire, President, 
Gottsche, Cashier. Conversion of First 
National Bank. Reported November 11, 
1943) 

Biloxi 

*First National Bank 
(Converted to First 
Reported November 11, 

Camp McCain 
Grenada Bank, Camp McCain Branch 
Office of Grenada Bank, Grenada, Miss. 
ts —_— Manager. Opened July 


Bank of Biloxi. 
1943) 


MISSOURI 
Camp Crowder 
First National Bank, Banking Facility 
— of First National Bank, Joplin, 


I. W. Adams, Manager. Opened Sep- 
tember 1943) 

Green City 
Farmers Bank 80-1816 
(Capital $25,000. B. L. Stutler, Presi- 
dent, T. S. Hardinger, Cashier. To open 
about November 1, 1943) 

Hartsburg 

*Bank of Hartsburg 
(Placed in voluntary 
December 2, 1943) 

Jefferson Barracks 
Boatmen’s National Bank, Banking 
Facility Office of Boatmen’s National 
Bank, St. Louis, Mo 
(Samuel J. Argent, Jr., 
Opened October 12, 1943) 


a4 


80-1020 
liquidation on 


Manager. 


Kansas City 
Westport Avenue Bank 18 
(Changed title to Westport Bank, Sep- 
tember 14, 1943) 

Kansas City 
Westport Bank - 
(Capital $200,000, Surplus and Profits 
$197,000. Don Ricksecker, President, 
Cc. L. Wiberg, Cashier. Change in title 
of Westport Avenue Bank, effective 
September 14, 1943) 

Portland 
Bank of Portland 80-1170 
(Placed in voluntary liquidation Sep- 
tember 1, 1943) 

Unionville 
Marshall National Bank - 
(Entered voluntary liquidation Sep- 
tember 30, 1943) 


NEBRASKA 


*Security State Bank 
(Capital $20,000, Surplus and Profits 
$5,000. Walter R. Ellis, President, Mil- 
lard M. Martin, Cashier. To open 
January 3, 1944) 
Battle Creek 
Battle Creek State Bank 76-1352 
(Capital $12,500, Surplus and Profits 
$3,500. B. E.’ Adkins, President, E. H. 
ane. Cashier. Opened September 1, 
Benedict 
First National Bank 
(Deposit liabilities assumed by First 
National Bank, York, Nebr. , Reported 
October 9, 1943) 
Butte 
*First National Bank 
(Voluntary liquidation 
cember 1, 1943) 
Hampton 
First National Bank 2 
(Voluntary liquidation effective Octo- 
ber 18, 1943) 
Henderson 
Henderson State Bank 76-1353 
(Capital $10,000, Surplus $3,000. Dean 
Sack, President, H. D. Kroeker, Cash- 
ier. Opened October 13, 1943) 


NEVADA 
Austin 


Lander County Bank 
(Merged with Nevada Bank of Com- 
merce, Elko, Nevada, July 31, 1943 and 
operated as a branch) 


Austin 
Nevada Bank of Commerce, Branch of 
Nevada Bank of Commerce, Elko, Nev. 
(Succeeded Lander County Bank which 
merged with Nevada Bank of Com- 
merce, Elko, Nev., July 31, 1943) 


Battle Mountain 
Rattle Mountain State Bank 
(Merged with Nevada wa of Com- 
merce, Elko, Nev., August 5, 1943 and 
operated as a branch) 


Battle Mountain 
Nevada Bank of Commerce, Branch of 
Nevada Bank of Commerce, Elko, Nev. 
(‘Sueceeded Battle Mountain State 
Bank, Battle Mountain which merged 
with Nevada Bank of Commerce, Elko, 
August 5, 1943) 


NEW YORK 


Allen 


effective De- 


Brooklyn 
Manufacturers Trust Company, Brook- 
lyn Navy Yard branch of Manufac- 
turers Trust Co., New York, Borough 
of Manhattan 
(Opened August 18, 1943) 
Canajoharie 
*The Canajoharie National Bank.50-557 
(Consolidated with National Spraker 
Bank in Canajoharie under charter of 
Canajoharie-National Bank and under 
title of First National Bank of Cana- 
joharie, October 30, 1943) 
Canajoharie 
*First National Bank of Canajoharie 
(Capital $500,000, Surplus $200,00. Con- 
solidation of Canajoharie National 
Bank and National Spraker Bank in 
Canajoharie under charter of Cana- 
joharie National Bank at close of busi- 
ness October 30, 1943) 


Canajoharie 
*National Spraker Bank in Canajoharie 


(Consolidated with Canajoharie Na- 
tional Bank under charter of Cana- 
joharie National Bank and under title 
of First National Bank of Canajoharie, 
October 30, 1943) 


Lisle 
First National Bank 
(Voluntary liquidation October "23, 
1943. Absorbed by First National Bank, 
Whitney Point) 


New York 
Central Hanover Bank & Trust Co., 
Branch at 90 Broad St...... 
(Closed at close of business October 2, 
1943 and business transferred to Main 
Office) 

New York 
The Chase National Bank of the City 
of New York, Branch at 2114 Broad- 
way 

(Discontinued at close of business 
September 25, 1943) 

New York 
The Chase National Bank of the City 
of New York, Ninety-sixth Street 
Branch (Madison Ave. at 96th St. 
(Branch authorized to discontinue at 
close of business September 11, 1943) 

New York 
Marine oe ok Co., Yorkville 
Office at 207 E. h St.. 
(Taken over A, , >Re Trust 
Co. and business transferred to its 
Yorkville Office at 1511 Third Ave., 
August 31, 1943) 

New York (Corona) 

*The National City Bank of New York, 
Branch at 39-23 to 29 104th St. .... 
(Discontinued November 30, 1943) 

Orangeburg 
Bank of Westchester, Camp Shanks 
Banking Facility = of Bank of 
Westchester, Yonker 
(Opened August 2. i943. 
Weir, Manager) 

Rome 
Farmers National Bank & Trust Com- 
pany opened a Banking Facility Office 
- Rome Army Air Field, October 12, 
1943. 

Watertown 
Jefferson County National Bank.50-181 
(Absorbed by Watertown National 
Bank, September 25, 1943. North Side 
Branch of Jefferson County National 
Bank will be operated as a branch of 
Watertown National Bank) 

Watertown 
Jefferson County National Bank, North 
Side Branch 
(Head Office and branch absorbed by 
Watertown National Bank which re- 
ceived a new certificate to operate a 
branch at 501 Mill St.) 

Watertown 
Watertown National Bank, Branch at 
501 Mill St. 
(Branch authorized and certificate is- 
sued September 25, 1 


NORTH CAROLINA 
Salisbury 


Morris Plan Bank 

ey ag $100,000, Surplus and Profits 
0,000. Succeeded Salisbury Morris 

fs Co. which amended its charter to 

ge tt “mereka accounts, September 


Salisbury Morris Plan Ca. 

(Changed title to Morris Plan Bank 

and charter amended to accept check- 

ing accounts, September 1, 1943) 
Spencer 

Morris Plan Bank, Branch of Morris 

Plan Bank, Salisbury, N. C.....66-948 


NORTH DAKOTA 
Nome 


Nome State Bank 77-1075 
(Entered voluntary liquidation Octo- 
ber 1, 1943) 
Portland 
The First and Farmers Bank...77-682 
(Conversion of First and Farmers Na- 
tional Bank, August 30, 1943) 
Portland 
First 


Thomas 


Bank 
77-682 
(Voluntary liquidation effective Au- 
gust 30, 1943. Converted to The First 
and Farmers Bank) 


OHIO 


and Farmers National 


Dayton 
Winters National Bank and _ Trust 
Company, Air Service Command Bank 
Facility 
(F. A. Collins, Manager. Opened Sep- 
tember 23, 43) 

Nelsonville 
Citizens Central Bank - 
(Converted to The First National Bank 
of Nelsonville, October 15, 1943) 

Nelsonville 
The First National Bank of Nelson- 
ville 56-428 
(Capital $50,000. S. E. Dean, President, 
P. B. Weller, Cashier. Conversion of 
The Citizens Central Bank, October 15, 
1943) 

Sedalia 

*Farmers Bank (Private Bank) .56-1145 
(Incorporated as a state bank Sep- 
tember 20, 1943 under title of The 
Farmers Bank) 
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Sedalia 

*The Farmers Bank 
(c. C. Hewitt, President, Geo. Dorn, 
Cashier. Conversion of Farmers Bank 
(Private Bank) to a state bank, Sep- 
tember 20, 1943) 


OKLAHOMA 
Agra 


he Bank of Agra 

(Changed title and location to The 
Weliston State Bank, Welliston, Okla., 
after purchasing the Wellston Na- 
tional Bank, Wellston, Okla., Septem- 
ber 1943) 


Clinton 

*Farmers National Bank of Elk City, 
Banking Facility Office of The Farm- 
ers National Bank, Elk City, Okla., 
opened at U. &. Naval Air Station, 
September 9, 1943 


Hugo 

*The Citizens State Bank 86-1264 
(Capital $50,000, Surplus and Profits 
$15,000. J. B. Cobb, President. Expect 
to open in December) 


Wellston 
Wellston National Bank 
(Voluntary liquidation September 10, 
1943) 


Wellston 
Wellston State Bank 
(Change in title and location of The 
Bank of Agra, Agra after purchasing 
the Wellston National Bank, Wells- 
ton, September 1943) 


OREGON 
Roseburg 
Douglas National Bank 
(Merged with United States National 
Bank, Portland, November 1, 1943 and 
business transferred to its Roseburg 
Branch) 


PENNSYLVANIA 


Conshohocken 

-Tradesmen’s National Bank... .60-578 
(Voluntary liquidation. Deposit liabil- 
ity will be assumed by First National 
Bank October 30, 1943) 

Philadelphia 
First National Bank, Eighth National 
Office, Girard Ave. and 2nd St 
(Discontinued on October 30, 1943) 

Philadelphia 

*First Trust Company, Branch at 1500 
Walnut St. 
(Discontinued. 

8 etn 

pangler 
‘Keystone Bank 60-1582 
(Dissolved voluntarily September 1943) 


Reported December 1, 


RHODE ISLAND 


Providence 
Mechanics National Bank‘ 
(Voluntary liquidation effective Octo- 
ber 23, 1943. Deposit liabilities assumed 
and acceptable assets purchased by the 
Industrial Trust Company) 


SOUTH CAROLINA 
Union 


Union County Bank 

(Capital $100,000, Surplus and Profits 
$10,000. Jno. M. Little, President, P. J. 
Free, Vice President and Cashier. To 
open September 15, 1943) 


SOUTH DAKOTA 


Colome 
Bank of Colome 
(Will enter voluntary liquidation when 
(new) Citizens Bank of Colome opens 
about November 1, 1943) 


Colome 
Citizens Bank of Colome 
(Capital $25,000, Surplus $7.500. R. E. 
Woolhiser, President, A. C. Stenson, 
Cashier. Will open about November 1, 
1943) 
Hurley 
‘Hurley State 
(Capital $25,000, Surplus and Profits 
5,000. R. L. Rayburn, President, 
Enoch G. Breen, Cashier) 
Provo 
Southern Hills Bank, Branch of South- 
ern Hills Bank, Edgemont, S. D. 
(Opened August 14, 1943) 


TENNESSEE 
Dyersburg 
First-Citizens National Bank opened a 
Banking Facility Office at Dyersburg 
Army Air Base, August 26, 1943 
(A. E. Caldwell, Manager, Mrs. A. E. 
Caldwell, Assistant Manager) 


January, 1944 


Oakridge 

-Hamilton National Bank, Bankin 
| ag Office of Hamilton Natio: 
Bank, Knoxville, Tenn. as 
(Cc. O. Carpenter, Manager, Floyd E. 

Carringer, Assistant Manager. Opened 

September 27, 1943) 


TEXAS 
Gainesville 
‘First National Bank in Dallas, Camp 
Howze Banking Facility Office of First 
National Bank in Dallas, Tex. 
(S P. Rawlins, Manager. To open about 
October 1, 1943) 
Grand Saline 
State National Bank 
(Voluntary liquidation effective Octo- 
ber 11, 1943) 
Heidenheimer 
Heidenheimer State Bank 
(Entered voluntary 
temiber 21, 1943. All 
paid in full) 
Houston 
‘Heights State Bank 
(Capital $100,000. W. H. Baugh, ” .si- 
dent, W. L. Fly, Vice President and 
Cashier. To open November 1, 1943 
Lone Oak 2 
*Lone Oak State Bank 
(Entered voluntary liquidation Octo- 
ber 4, 1943. Purchased by Citizens Na- 
tional Bank, Greenville) 
Randolph Field 
Broadway National Bank, Banking 
Facility Office of Broadway National 
Bank, Alamo Heights, Tex. 
Turkey 
*Peoples State 88-2204 
(Capital $25,000, Surplus $5,000. J. E. 
Barnhill, President, C. E. Edgar, 
Cashier. Opened October 1, 1943) 
Waelder 
Citizens State Bank 
(Voluntary liquidation September 21, 
1943. All deposits being paid in full) 


88-1096 
liquidation Sep- 
eposits being 


VERMONT 


Wolcott 
Lamoille County Savings Bank & Trust 
Co., Branch of Lamoille County Sav- 
ings Bank & Trust Co., Hyde Park, 
Vt. 


(Closed November 12, 1942) 


VIRGINIA 

Palmyra 
Bark of Fluvanna, Inc 
(Purchased by National Bank & Trust 
Co. at Charlottesville, Va., Charlottes- 
ville, who established a branch at 
Palmyra) 

Palmyra 
National Bank & Trust Co. at Char- 
lottesville, Va., Palmyra Branch 
(Succeeded Bank of Fluvanna, 
Palmyra, which was purchased by 
National Bank & Trust Co. at Char- 
lottesville, Va., Charlottesville) 


Winchester 


(Voluntary liquidation. Closed Sep- 
tember 15, 1943. Certain assets sold to 
Farmers and Merchants National Bank, 
August 17, 1943) 


WASHINGTON 
Bellevue 
Bellevue State Bank 
(Capital $25,000, Surplus $3,000. C. 
Beadon Hall, President, John I. Miller, 
Cashier) 


Monroe 

‘The First National Bank of Everett, 
Branch of The First National Bank of 
Everett, Everett, Wash. 
(Branch authorized October 2, 1943. 
Succeeded First National Bank which 
was absorbed by The First National 
Bank of Everett, Everett, Wash. Octo- 
ber 2, 1943) 

Monroe 
The First National Bank of Meares 
(Voluntary liquidation effective Octo- 
ber 2, 1943. Absorbed by First National 
Bank of Everett who established a 
branch at Monroe 

Snohomish 

First National Bank of Everett, Branch 
of First National Bank of Everett, 
Everett, Wash. 98-74 
(O. K. Aamodt, Vice President and 
Manager. Opened September 27, 1943. 
Succeeded First National Bank of 
Snohomish which was absorbed by 
First National Bank of Everett, Ev- 
erett, September 25, 1943) 


Snohomish 
First National Bank of presen > 
(Absorbed by the First National Bank, 
Everett, Wash., September 25th and a 
branch was opened at Snohomish on 
September 27, 1943) 

Spokane 


The Old National Bank of Spokane, 
Spokane Army Air Depot anking 
Facility Office.... 28-68 
(J. C. Ferguson, Manager. To open 
about October 1, 1943) 


WISCONSIN 

Camp Douglas 
Hustler-Camp Douglas Bank, Paying 
and Receiving Station of Hustler 
(Succeeded by New Lisbon State Bank, 
Paying and Receiving Station of New 
Lisbon, when Head Office was ac- 
uired by New Lisbon State Bank, 
ctober 23, 1943) 

Camp Douglas 


‘New Lisbon State Bank, Paying and 

Receiving Station of New Lisbon 

(Succeeded Hustler-Camp Douglas 

Bank, Paying and Receiving Station 

of Hustler, when Head Office was 
acquired by New Lisbon State Bank, 
New Lisbon, October 23, 1943) 

Dodge 
State Bank of Arcadia, Paying and 
Receiving Station of Arcadia 
(Discontinued as of close of business 
October 30, 1943) 

Fennimore 

*First National Bank in Fennimore 

79-342 

(Converting to a state bank under title 
of The First State Bank, effective De- 
cember 4, 1943) 

Fennimore 

*The First State Bank 
(Capital $50,000, Surplus and Profits 
$45,000. L. A. Liesch, President, A, Ken- 
neth Kern, Cashier. Conversion of First 
National Bank in Fennimore, effective 
December 4, 1943) 

Hustler 
Hustler-Camp Douglas Bank... .79-567 
(Acquired by New Lisbon State Bank, 
New Lisbon, October 23, 1943 and 
operated as a Paying and Receiving 
Station) 

Hustler 

‘New Lisbon State Bank, Paying and 
Receiving Station of New Lisbon 
(Succeeded Hustler-Camp Douglas Bank, 
Hustler, which was acquired by New 
Lisbon State Bank, New Lisbon, Octo- 
ber 23, 1943) 


New Banks Reported In 
Process of Organization 


t Indicates Press Report 
ALABAMA 


Birmingham 
* Security Savings Bank, 420 North 20th 
St. 


(Alton P. Barr, correspondent) 


CALIFORNIA 
San Pablo 
Bank of Pinole, Branch of Crockett. 


CONNECTICUT 
Bradley Field 
+ First National Bank, Banking Facilit 
Office of First National Bank, Suffield. 


GEORGIA 
Damascus 


t Damascus State Bank. 
(Capital $25,000. W. H. Haddock and 
E. L. Lewis, correspondents) 


ILLINOIS 
Astoria 


t*Farmers State Bank of Astoria. 
(To open about the first of the year) 
Camp Grant 
Illinois National Bank & Trust Co., 
Banking Facility Office of Illinois Na- 
tional Bank & Trust Co., Rockford. 
Chicago 
* South Side Bank & Trust Co., 47th St. 
& Cottage Grove Ave. 


INDIANA 
Hammond 
+ Hoosier State Bank. 
Shelburn 
+ Peoples State Bank, Brarch of Farm- 
ersburg.. 
KANSAS 
Riley 


* Riley State Bank of Riley. 





KENTUCKY 
Bowman Field 
7 Louisville Trust Co., Banking Facility 


Office of Louisville Trust Co., Louis- 
ville. 


LOUISIANA 
New Orleans 
Progressive Industrial Bank, _ Car- 
2 eee 14-72 
(W. J. Fischer, correspondent) 


MINNESOTA 
Hallock 


Northwestern State Bank of Hallock. 
(Capital $40,000, a and Undi- 
vided Profits $10: 000. J. R. Chappel and 
Cc. D. Tearse, Winona, Minn., corres- 
pondents) 


MISSISSIPPI 
Hickory 


7Newton County Bank, Newton, Miss., 
Hickory Branch Office. 


MISSOURI 
Blue Springs 


+ Blue Springs Bank. 
NEBRASKA 

Kearney 

* Platte Valley State Bank. 


NEW YORK 

Brooklyn 

+ Manufacturers Trust Company opened 
a banking facility office in the Naval 
Clothing Depot at 3rd Ave. corner 
28th St., Brooklyn. 

Rome 

+ Farmers National Bank & Trust Co., 
plans to open a banking facility of- 
fice at the Military Post Office Bldg. 
near Gate 1, Rome Army Air Field. 

Boswell 

+*The Citizens State Bank. 
(Capital $50,000. B. D. Jordon and P. A. 
Henry, correspondents) 


PENNSYLVANIA 
Trafford 


* First National Bank of Wilmerding, 
Branch of Wilmerding. 
(Branch authorized November 9, 


SOUTH DAKOTA 
Herreid 


7 Campbell County State Bank. 
(Capital $25,000, Surplus $5,000. R. B. 
White, correspondent) 


TEXAS 
Grand Saline 
*First National Bank. 


WASHINGTON 


1943) 


Richland 
Seattle-First National Bank, Richland 
Branch of Spokane & Eastern Division 
of Seattle-First National Bank, Spo- 
kane, Wash. 


FDIC Changes 


ARKANSAS 
Bauxite—Benton State Bank, Branch 
of Benton 
Benton—Benton State Bank 

Add “head office” 
Havana—Bank of Havana 
Swifton—Bank of Tuckerman, Branch 
of Tuckerman 


CALIFORNIA 


Galt—Bank of Galt 
*Los Angeles—Bank America Na- 
tional Trust and Savings Assn., (San 

Francisco)—88 branches..... Delete 1 

branch 

Ocean Park—**California Bank, Branch 
of Los Angeles 

*San Diego—Bank 


Delete 


f America National 
Trust and Savings Assn., (San Fran- 
cisco)—7 branches..... . Add 1 branch 
Stockton—*The First National Bank of 
Stockton Delete 


CONNECTICUT 
aoe Riverside Trust ee 4 
springdale—**The Springdale Bank and 
Trust Company Delete 


Stamford—**The Springdale Bank and 
Trust Company Add 


FLORIDA 


Miami—**American Bank and Trust 
Company 
Miami—*American National 
Miami 

‘Orlando—Florida Bank at assess te 


Bank of 
Add 


GEORGIA 
*Swainsboro—The Central Bank 


Delete** 


IDAHO 


Challis—Custer County Bank Add 


ILLINOIS 


*Bloomington—American State Bank of 
Bloomington 
Kansas—Kansas State Bank 
Maywood—*First National Bank 2 
Maywood Ad 
Metamora—Metamora State Bank.... 
elete 

Bank 

Add 


Metamora—Metamora National 


dd** 


of 
Delete** 
Riverside—*Riverside National — 
Riverside—Riverside State Bank. Delete 
*Saybrook—State Bank of Saybrook 
Lewee 6s chbaada lees ee esisneeneesaate Add 


INDIANA 
Akron—The State Bank of Akron 


*Fairmount—The Citizens State 
of Fairmount—Head Office... .Delete 
head office 
Fort Wayne—Dime Trust and Savings 


an 

Gary—**The Gary State Bank—head 
office and 2 branches Delete 
Gary—*Gary National Bank—head rer 


Medaryville—The 

Bank 

North Manchester—Indiana Lawrence 
Bank and Trust Company 
Sunman Peoples Bank 
Company 
*Upland—The 
Fairmount, 


and Trust 
d 


Bank of 
Fairmount 


Citizens State 
Branch of 


*Upland—The Upland 


IOWA 


Clarksville—Iowa State Bank 
“head office” 


State 
*Des 


Bank 
Moines—Capital City State Bank 
*Gillett Grove—Farmers Trust and Sav- 
ings Bank, Branch of Spencer....Add 
*Harris—Sibley State Bank, Branch of 
Sibley Delete 
Kesley—Iowa State Bank, Branch a 
Clarksville Add 
*Lake View—Farmers State Bank. Add** 
Maquoketa—**Jackson State Savings 
Bank 
*Renwick — Renwick Savings Bank 
Pere CTE eT TE TTR ET ee Add** 
*Sibley—Sibley State Bank—head office 
head office 
*Springville—The Exchange State Bank 


Waterloo—Peoples Savings Bank.Add 


KANSAS 
Frankfort—*The Citizens 
Bank of Frankfort 
Herington—Bank of Herington.Add** 
Holyrood—The Bank of selyreee. 


National 


a** 


*Riley—The Riley State Bank. 

Turon—The Farmers State Bank. Delete 
. Delete 

Turon—Turon State Bank........./ Add 


_KENTUCKY 


Corydon—Bank of Herington...Add** 
Mackville—Farmers Bank of Mackville 


Mackville—Springfield 

Branch A eoringnelt PIAS oe ay 
Ss field—Springfielc ate Ban 
phir " . Add “head office’ 


LOUISIANA 
*Alexandria—Guaranty Bank & Trust 
Company head office 
*New Orleans—Progressive Industrial 
Bank 
*Pineville—Guaranty Bank 
Company, Branch of Alexandria. .Add 
‘Rayne—Rayne State Bank & Trust 
Company .Add 
*Springhill—Peoples Bank & Trust ‘Com- 
pany, Branch of Minden Delete 


MARYLAND 


Baltimore—The Equitable Trust Com- 
pany—head office and 7 branches. 
Add 1 branch 


MASSACHUSETTS 


East Walpole—**Norfolk County Trust 
Company, Branch of Brookline..Add 
*East Walpole—Walpole Trust Company, 
Branch of Walpole Delete 
Walpole—**Norfolk County Trust Com- 
pany, Branch of Brookline.......Add-~ 
Walpole—Walpole Trust Company— 
BORE OUMOR ec ccnctevcovcccccec cde 


MICHIGAN 
‘Centerville—The Wolf Bros. State Pee: 


*East Detroit—First State Bank. ,~ 
*East Detroit—First State Bank of East 
Detroit Add 
Lincoln Park—The State aets Bank 
of Lincoln Park... Add 
Niles—**State Bank of Niles. “Dalete 
Saline—The Saline Savings Bank. Add** 


MINNESOTA 


Spring Grove—State Bank of Spring 
Grove ..-Delete 


MISSISSIPPI 


Biloxi—First Bank of Biloxi 

Biloxi—*The First National Bank of 

Biloxi 

Corinth—Merchants & Farmers Bank 
Delete 

Hattiesburg—Citizens Bank of Hatties- 

burg . Add* 


MISSOURI 
‘Caledonia—The Bank of Caledonia.... 


Delete 
‘Cardwell—Cardwell State Bank...Add 
Milo—Bank of Mil 
Kansas City—Westport Avenue Bank 

Delete 
Kansas City—**Westport Bank. Delete 
Pleasant Hill—Citizens State Bank of 
Pleasant Hill 
Portland—Bank of Portland... 
Unionville — The Marshall 
Bank of Unionville 


NEBRASKA 
*Benedict—The First National Bank of 
Benedict > 
Eddyville—Eddyville State Bank. Delete 
Eustis—Farmers State Bank....Add** 
*Hampton—The First National Bank of 

Hampton 
Nemaha—Bank of Nemaha 
York—York State Bank 


NEVADA 


Austin—Lander County Bank...Delete 
Battle Mountain—Battle Mountain State 
Bank Delete 
Battle Mountain—**Nevada Bank of 
Commerce, Branch of Elko Add 
Boulder City—Bank of Nevada, Branch 
of Las Vegas Add 
Elko—**Nevada Bank of Commerce. 
-+2+...Add “head office” 
Vegas—Bank of Nevada—head 


- Delete 
National 
Delete 


NEW JERSEY 
Paterson—United States Trust Company 
of Paterson—head office 
DEEMED © 6 b.5% wad enése wade 
NEW YORK 


aiaay—ehe Abany Exchange wet 


Bank of —- 
.-Add 


Farmers’ 


Albany—Home Savings 
City of Albany 
Albany—**Mechanics 
Bank of Albany 
Albany—The National Savings Bank of 
the City of Albany Add 


Amsterdam—Amsterdam Savings ——_ 


Auburn—Auburn Savings Bank...Add 
Auburn—Cayuga County Savings Bank 


Beacon—Beacon Savings 
office and branch 


Binghamton—The Binghamton Savings 
Bank dd 
Brewster—Putnam 
Bank 


The oes 
ld 


Phinney 
Add 


Buffalo—The Western Savings Bank of 
Buffalo Ad 


Buffalo—The Buffalo Savings 
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a. 


*Canajoharie—The Canajoharie National 
Bank .-Delete 


*Canajoharie—First National Bank of 
COMMITS 8006 vbadeeererewectuetvdecd Add 


*Canajoharie—National Spraker Bank in 
Canajoharie 


Catskill—Catskill Savings Bank...Add 
Cohoes—Cohoes Savings Bank....Add 
Cortland—Cortland Savings Bank.Add 
Dibbs Ferry—The Greenburgh Savings 
Bank Add 


Ellenville—Ellenville Savings B 


Elmira—The Elmira Savings Bank. 
... Add 


Fishkill—Fishkill Savings Institute. 


Fuiton—Fulton Savings "Bank 
‘'Geneva—Geneva Savings Bank.... 
‘Goshen—Goshen Savings Bank....Add 
Hudson—The Hudson City Savings In- 
Otitution ccccccccsceces Add 
Ithaca—Ithaca Savings Bank.. 
‘Kingston—*The First National Bank 
of Rondout os Delete 
Kingston—Kingston Savings OTR «ss 
Kingston—Rondout Savings Bank.Add 
Kingston—The Ulster County Savings 
Institution .....ccccccccecs Add 
Lisle—*The First National Bank of 
DMG nccuwtedenedasédesstsctncénsMi 
Lockport—The Farmers and Mechanics’ 
Gavings Bank... .sccccccscccesee Add 
Lgckpert—-Saenpert Rachenge Feb 
COMPANY ...cesecccccccceees dd* 
Mamaroneck—The Union Savings ‘nai 
of Westchester County Add 
Middletown—Middletown Savings ee 


Bank 

Newburgh—The 

Bank . 

New Paltz—New Paltz Savings — 


New Rochelle—People’ s Bank for Sav- 
ings of New Rochelle Add 
Brooklyn—*The Public National Bank 
and Trust Company of New York—8 

Delete 1 branch 

New York—*The Chase National Bank 
of the City of New York—head office 
and 30 branches Delete 1 branch 

*New York—*The Chase National Bank 
of the City of New York—head office 
and 29 branches Delete 1 branch 

*New York—**The Marine Midland 
Trust Company of New York—head 
office and 6 branches..Delete 1 branch 

*Bayside—College Point Savings Bank, 
branch of College Point.......... Add 

*Bronx—The Bronx Savings Bank—head 
office and branch dd 

*Bronx—North Side Savings Bank. 

*Brooklyn—Bay Ridge Savings Sasiteon 
head office and branch Add 

*Brooklyn—tThe Brevoort Savings —— 
of Brooklyn Add 


*Brooklyn—The Bushwick Savings Bank 


*Brooklyn—tThe City Savings Bank of 
Brooklyn—head office and branch.Add 


*Brooklyn—The Dime Savings Bank of 
Brooklyn—head office and 2 branches 


*Brooklyn—The East New York Savings 
Bank—head office and 2 branches. Add 
*Brooklyn—Flatbush Savings Bank— 
head office and branch 
*Brooklyn—Fulton Savings Bank, Kings 
County—head office and branch..Add 
*Brooklyn—The Green Point Savings 
Bank—head office and 2 branches. Add 
*Brooklyn—Hamburg Savings Bank— 
head office and branch dd 
*Brooklyn—The Kings County Savings 
Bank—head office and branch....Add 
*Brooklyn—Kings 
Bank 
*Brooklyn—The Lincoln Savings Bank 
of Brooklyn—head office and 
branches 


*Brooklyn—The Prudential Savings 
Bank—head office and branch....Add 

*Brooklyn—Roosevelt Savings Bank of 
the City of New York 

*Brooklyn—South Brooklyn Savings 
Bank, head office and branch...../ Add 


Highway Savings 


January, 1944 


*Brooklyn—The Williamsburgh sae 
Bank—head office and branch 
*College Point—College Point a 
Bank—head office 
*Corona—Queens County Savings Bank, 
Branch of Flushing Add 
*Far Rockaway—Rockaway 
Bank 
*Flushing—Flushing Savings Bank.Add 
*Flushing—Queens County Savings Bank 
—head office Add 
*Forest Hills—Ridgewood Savings Bank, 
branch of Ridgewood Add 
*Jamaica—Jamaica Savings Bank—head 
office and 2 branches d 
*Long Island City—The Long Island 
City Savings Bank—head office and 
branch Add 
*New York City—The American Savings 
Bank Add 
*New York City—The Bank for Savings 
in the City of New York—head office 
and branch dd 
*New York City—Broadway Savings 
Bank Add 
*New York City—**Central Hanover 
Bank and Trust Company—head office 
and 11 branches Delete 1 branch 
*New York City—Central Savings Bank 
in the City of New York—head office 
and branch dd 
*New York City—Dry Dock Savings In- 
stitution—head office and branch.Add 
*New York City—Empire City sey 
Bank—head office and branch 
*New York City—Excelsior Savings — 
*New York City—The Greenwich Sav- 
ings Bank—head office and branch 


*New York City—Harlem Savings Bank 
—head office and 3 branches 

*New York City—The Manhattan Sav- 
ings Bank—head office and 4 ager 


York City—The Seamen’s Bank 
“for § Savings in the City of New York— 
head office and branch Add 
*New York City—Union Dime Savings 
Bank 
*New York City—West Side Savings 
Bank Add 
*Richmond Hill—Richmond Hill Savings 
Bank—head office and branch....Add 
*Ridgewood—Ridgewood Savings Bank 


—head 
*St. George Island 
Bank, Branch of Stapleton 
*Stapleton—Staten Island Savings Bank 
--head office Add 


*West New Brighton—Richmond County 
Savings Bank—head office and branch 


Savings 


*Niagara Falls—Niagara County Savings 
Add 


Northport Trust Company 


*Ogdensburg—The St. Lawrence County 
Savings Bank 
*Oneida—The Oneida Savings Bank. Add 


*Ossining—The Bank for Savings of 
Ossining dd 


*Oswego—-Oswego City Savings Bank 


*Oswego—The Oswego 
Bank 
*Patchogue—The Union Savings Bank 
of Patchogue A 
*Pawling—Pawling Savings Bank..Add 
*Peekskill—Peekskill Savings Bank.. 


County Savings 


*Port Chester—The Port Chester Sav- 
ings Bank Add 
*Pleasantville—The First National Bank 
of Pleasantville Delete 
*Poughkeepsie—The Poughkeepsie Sav- 
ings Bank Add 
*Rhinebeck—Rhinebeck Savings Bank 
Add 
Bank 
Add 
*Rochester—The East Side Savings Bank 
of Rochester 
*Rochester—The Mechanics’ 
Bank of Rochester 
*Rochester—The Monroe County Sav- 
ings Bank—head office and ey YY 
Add 
*Rochester—Rochester Savings Bank— 
head office and branch dad 
*Rome—The Oneida County Savings 


Savings 


*Rome—The Rome Savings Bank...Add 
*Roslyn—The Roslyn Savings Bank pe 
Roslyn ...... Add 
*Sag Harbor—Sag Harbor Savings we 


“Ganeea Falls—The Seneca Falls me 
ings Bank Add 


*Skaneateles—The Skaneateles Savings 
Bank Add 


Syracuse—The Onondaga County oa 
ings Bank Add 
*Syracuse—Syracuse Savings Bank. Add 
*Tarrytown—Westchester County Sav- 
ings Bank Ad 
*Troy—Troy Savings Bank 
*Utica—The Savings Bank of Utica.Add 
*Walden—-Walden Savings Bank....Add 
*Wappingers Falls—The Wappinger 
Savings Bank Add 
*Warwick—The Warwick Savings wer 


*Watertown—*The Jefferson ‘ou 
National Bank of Watertown—head 
office and branch 


*Watertown—Jefferson County Savings 
Bank Aad 
*Watertown—*The Watertown National 
“head office” 

*Watertown—Watertown Savings Bank 
Add 


*Yonkers—Yonkers Savings sen ade 


NORTH CAROLINA 


*Camp Butner—Durham Bank and Trust 
Company, Branch of Durham 
*Charlotte—Citizens Bank 
*Greensboro—Bank of Greensboro..Add 
*Greensboro—Home Industrial Bank.. 
Delete 
*Robbinsville—Citizens Bank & Trust 
Company, Branch of Andrews....Add 
*St. Pauls—The. Bank of Rowland, 
Branch of Rowland Delete 


*St. Pauls—The Scottish Bank, Branch 
of Lumberton Add 


NORTH DAKOTA 


*Esmond—First International Bank of 
Esmond Delete 
*Hettinger—*The First National Bank 
of Hettinger Delete 
*Hettinger—*First National Bank..Add 
*Portland—The First and Farmers Bank 
Add 


*Portland—*The First and Farmers Na- 
tional Bank of Portland Delete 


OHIO 

*Chardon—The Chardon Savings Bank 
Company Add** 
*Hamler—The Hamler State Bank. Add** 
*Moscow—The State Bank of Moscow 
Delete 
*Nelsonville—The Citizens Central Bank 
Delete 
*Nelsonville—*First National Bank of 
Nelsonville Add 
*Rossford—The Rossford Savings Pane 
Add* 
*Smithfield—The Miners & Merchants 

Bank 
*Springfield—*The First National Bank 
of Springfield Add 
*Springfield—*The First National Bank 
and Trust Company of Springfield 
Delete 


*Sunbury—The Farmers Bank....Add** 


OKLAHOMA 


*Agra—The Bank of Agra 


*Poteau—*The Le Flore County Na- 
tional Bank of Poteau 


*The Wellston a 


‘The 


OREGON 


*Portland—Portland Trust and Savings 
Bank 


*Roseburg—The Douglas National Bank 
of Roseburg Delete 


47 





PENNSYLVANIA 
*Chambersburg—Farmers’ and Mer- 
chants’ Trust Co. of Chambersburg 
Add** 
*Conshohocken—The Tradesmen’s Na- 
tional Bank of Conshohocken. . Delete 
*Greensburg—Barclay - Westmoreland 
Trust Company Add** 
*Greenville—Farmers 
Trust Company 
*Philadelphia—The First National Bank 
of Philadelphia—head office and 3 
branches Delete 1 branch 
*Pittsburgh—Peoples-Pittsburgh Trust 
Company—head office and 7 branches 
Delete 1 branch 
*Spangler—The Keystone Bank..Delete 
*York—**The Guardian Trust Company 
en res Delete 
*East Brady—*The Butler County Na- 
tional Bank and Trust Co. of Butler, 
Branch of Butler 
*East Brady—*The Peoples 
Bank of Bast Brady 


Merchants 


National 
Delete 
RHODE ISLAND 


*Providence—The Mechanics 
Bank of Providence 


National 
Delete 


SOUTH CAROLINA 


*Columbia—The Homestead Bank...Add 
*Fort Jackson—The South Carolina Na- 
tional Bank of Charleston, Branch of 
Charleston d 
*Lancaster—The Bank of Lancaster. Add 
*Union—Union County Bank 
*Whitmire—American Bank of Whit- 
mire Delete 
*Whitmire—The Comercial State wre) 
A 


TEXAS 
*Galena—Galena Park State Bank..Add 
*Grand Saline—The State National Bank 

of Grand Saline Delete 
*Houston—Heights State Bank 
*Lone Oak—Lone Oak State Bank. Delete 
*Rocksprings—Peoples State Bank.... 
Add** 
*Turkey—Peoples State Bank......Add 


UTAH 
*Roosevelt—Roosevelt State Bank. Add** 


VERMONT 


*Wolcott—Lamoille County Savings Bank 
- and Trust Company, Branch of Hyde 
Delete 


VIRGINIA 


*Arlington—Arlington Trust Company, 
Inc.......Add “head office and branch” 
Bank.. 
Add** 
Fluvanna, Inc 
Delete 
*Palmyra—National Bank and _ Trust 
Company at Charlottesville, Branch of 
ER ere Add 
*Roanoke—Mountain Trust Bank—head 
office 
*Winchester—**Union 
chester 


*Martinsville—Piedmont Trust 


Win- 
Delete 


WASHINGTON 
*Everett—*The First National Bank of 
Everett A “head office” 
*Monroe—*The First National Bank of 
Everett, Branch of Everett Add 
*Monroe—*The First National Bank of 
Monroe Delete 
*Snohomish—*The First National Bank 
of Snohomish Delete 
*Snohomish—*The First National Bank 
of Everett, Branch of Everett...Add 


WISCONSIN 


State Bank of Arcadia. Delete 
head office 
Bro@head. . 
Add** 
*Camp Douglas—Hustler-Camp Douglas 
Bank, Branch of Hustler Delete 
*Camp Douglas—New Lisbon State Bank, 
Branch of New Lisbon Add 
*Dodge—State Bank of Arcadia, Branch 
of Arcadia 


*Greenwood—Farmers and Merchants 
REE SOE Serr er ee Adda** 
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*Arcadia 


*Brodhead—The Bank of 


*Howards Grove—State Bank of How- 
ards Grove 


Hustler—Hustler-Camp Douglas Bank— 
head office 

*Hustler—New Lisbon 
Branch of New Lisbon 

*New Lisbon—New Lisbon State Bank 
RE Sy oe rere Ie Add head office 


Bank, 


New Director For 
City National 


William A Patterson of Chicago, 
President and Director United Air 
Lines, was elected to the Board of 
the City National Bank and Trust 
Company of Chicago. 

Since 1929 Mr. Patterson has been 
prominently identified with the 
aviation industry, and particularly, 
air transportation. He has contrib- 
uted much to the advancement of 
both local and national business and 
civic affairs. Aside from being 
President and a Director of the 
nation’s oldest airline, he is a Direc- 
tor of the Air Transportation Asso- 
ciation of America, Insurance Com- 
pany of North America, Illinois 
State Chamber of Commerce, and 
Director-At-Large of the Chamber 
of Commerce of the United States. 


New V. P. For First 
Of Philadelphia 


J. Paul Crawford was recently 
elected a vice president of the First 
National Bank of Philadelphia. For 
four years he was with the Guar- 
anty Co. of New York City, but for 
the past nine years has been con- 
nected with the Philadelphia Na- 
tional Bank, a vice president of 
that institution since 1941. He is 
chairman of the committee on 
public education of the Pennsyl- 
vania Bankers Association. 


Banker Made Director 
Of Burlington 
H. M. Bushnell, president of the 


United States National Bank of 
Omaha, has been elected a director 


of the Chicago, Burlington & Quincy’ 


Railroad Company. 

He is a governor of Ak-Sar-Ben, 
a director of the National Security 
Insurance Company, a member of 
the executive committee of the 
Omaha Taxpayers’ Association, and 
a member of various business and 
civic organizations and social clubs 
in Nebraska. 


The way to find loans is to re- 
study the needs of each local busi- 
nessman. 


Index to Advertisers 


o 


American Central Mfg. 


B 
Burroughs Adding Machine Co 


c 


Chase National Bank, New York........ i. 
Clarotype Co., Inc 
Commerce Clearing House, Inc 


Downey Co., C. L 
Eraser Co., Inc 


Fame Name Plate & Printing Co 
Federal Intermediate Credit Banks 
Fidelity & Deposit Co. of Md 

First National Bank of Chicago 
Fort Wayne Printing Co., Inc 


Halsey, Stuart & Co 
Hammermill Paper Co... 
Hedenkamp & Co 


May Co., George S 
McCullough Cé., Inc 


National Postal Meter Co., Inc 


Pennsylvania Railroad Co 

Philadelphia National Bank 

Phoenix Insurance Co 

Public National Bank & Tr. Co., 
New York 


Recordak Corp 
Stevens Plan 


United States Bronze Sign Co 
U. S. Treasury Dept 


BANKERS MONTHLY 





FINGERPRINTS provide a positive 
method of identifying the individual. That's why 
they play such an important role in crime detec- 
tion and crime prevention. } } Checks too, can 
be “individually identified”, thanks to a special 
safety feature developed by George La Monte & 
Son. } } This feature enables you to have your 


trade mark or individual design incorporated _ 


front and back—in the safety paper on which your 
checks are lithographed or printed. } % You'll 


find it pays to use a check paper that proclaims 
itself as being exclusively your own. } » That 
lends distinction to your checks. Adds pres- 
tige. Enhances advertising value. — All, in addi- 
tion to the primary advantage of providing the 
utmost in protection against alteration and coun- 
terfeiting. 9» 3% Why not join the impressive roster 
of American Banking and Business Leaders who 
use INDIVIDUALIZED La Monte Safety Paper for 
their checks. 


For samples of La Monte Safety Papers. see your lithographer or printer—or write us direct 


LA MONTE Sefot7 PAPER 


GEORGE LA MONTE & SON 


Note how the Individual Design appears 
on the back of the check in perfect reg- 
ister with the front. The endorsement is 
protected as well as the face. 


Nutley,New Jersey 
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